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THE 1940 


Again Bryant prepares to lead products still more attractive to buy—and to 


the gas heating parade in 1940. sell » See the new promotion plans and programs 


to help the swing to gas—with Bryant equipment. 
Watch for the new and improved equipment, p gtog y quip 


developed by the finest engineering staff in the Then, join up with Bryant— 


J industry @ Look for the new prices, to make Bryant and lead the parade in 1940! 


THE BRYANT HEATER COMPANY 
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A DIFFICULT PROBLEM SIMPLY 
ine differential movement” 
of the EMCO Lyre 37 ORIFICE METE 
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HE simple requirement of converting the vertical 
float displacement caused by flow differential to an 
accurate, equiangular pen motion on the chart has 
engaged the mechanical ingenuity of measurement 
engineers for decades. The two bar linkage solution, 
which has been so successfully used in the EMCO Type 
38 Orifice Meter, illustrates the principle that difficult 
problems usually develop simple solutions. 


Not only does this two bar linkage provide exact 
equiangular displacement of the pen for equal vertical 
movements of the float, but it does so in a positive fric- 
tion free manner. The adjustment for differential has 
been worked into this assembly so that positive record- 
ing of differential pressure can be assured. 
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THEN YOU SHOULD INVESTIGATE 
THE SEMET-SOLVAY REVERSE 
FLOW WATER GAS PROCESS... | 








THE SEMET-SOLVAY Reverse Flow Water Gas Process will not pre- 
vent fuel and oil prices from rising, but quite likely it can prevent 
your fuel and oil costs from rising, or at least keep the increase in 


costs to the irreducible minimum. 


USING THE SEMET-SOLVAY Reverse Flow Water Gas Process in 
either a new or converted machine you can switch at will from coke 
to bituminous coal or to any combination of the two. You can use 
Gas Oil or Bunker C Oil as market conditions indicate. You can shop 
around for fuel and oil without being limited by the inability of your 


equipment to handle whatever fuel or oil is the best “buy.” 


INVESTIGATION may prove that you can not afford not to put this 
advanced process to work for you. Why not write today for further 


information? Semet-Solvay Engineering Corporation, 40 Rector 


Street, New York, N. Y. 


SEMET-SOLVAY reverst FLOw 


WATER GAS MACHINES 
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PERFORMANCE FEATURES GALORE 
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@ This sensational new feature is the greatest broiling 
improvement in years. Consists of sparkling enameled 
broiling pan, pottery grill made of “Peasant-Ware,” 
and chrome tray to receive hot grill from broiler for 
distinctive table service. It’s destined for instant popu- 


larity with homemakers everywhere... 


and many other 


innovations byRODER 


New.ee 


STAGGERED 
BURNER TOP 


An exclusive Roper refinement. Burners 
positioned as shown. There’s plenty of 


room for 4 extra-capacity utensils. No 
singed wrists. No hot utensil handles. No 
reaching over or around. The Staggered 
Top is the finest top burner arrangement 
in existence. It’s a sure-fire sales builder. 
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with ROPER in 19:40 










THE NEW PROFIT LINE THAT 
MEETS POPULAR MARKETS 


@ NEW STYLES 








@ NEW VALUES 





@ NEW PERFORMANCE 

















@ MORE MODELS 










THE ROPER ‘‘WALDORF’’ 


td 
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4 Ride ahead with the complete 
THE ROPER ' ‘HAMILTON’ - 


1940 line of smartly styled 
Roper gas ranges for every con- 
ceivable situation. Among many models you 
find the small “Hamilton,” the 36inch “Tipton,” 
the large double oven “Waldorf” with six or 
eight top burners—plus a long list of others. 
Cp galore! Values that can not be equalled. 
Throughout is reflected Roper’s 55 years as the 
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« at a ches . 
Rapier ee eo EE ee Be we ee 


manufacturerof™ America’s Finest Gas Ranges.” 

Write today for new 1940 catalog and pro- 
motion book. Ride ahead with the profit line 
that has customer preference. 
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CERTIFIED 
PERFORMANCE 


for Cooking 
Perfection 


LET 1GA .. aes 


eee THE 4 pi JOBS 


Ge0. D. ROPER oro 


ns GENERAL SALES OFFICE AND PLANT: ROCKFORD, en 


Chicago: 343 So. Dearborn Street; Atlanta: 901 William Oliver Building; Los Angeles: 2481 Porter Street; Philadelphia: 401 N. Broad Street; 
Newark: 110 Edison Street; Dallas: Santa Fe Bldg., Second Unit; Cincinnati: 626 Broadway; Oakland: 500 Kirkham Street; 
_ Cleveland: 2053 East 105th Street; K ansas City; Boston; Washington; Roanoke; Pittsburgh. 


ROPER GAS RANGES ARE IDEAL FOR USE WITH ANY TYPE OF GAS, INCLUDING BOTTLED GAS 
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IT S NEW! IT’S DIFFERENT— 


THE ONLY MACHINE OF ITS KIND— 
Performs BETTER and CHEAPER than Ever Before 
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IMPORTANT 
OPERATIONS 
INCIDENTAL 
TO EVERY 
PIPE-LAYING 
JOB 


¥ 


THE CLEVELAND—Model 80 


Never before has a machine of such great all-round utility been available. And 
every time you use this machine you will save money— 


TAMPS BACKFILLS LAYS PIPE 


With the Model 80 you can replace as Boom and cable winches of model 80 
h dict than tak . With the Model 80 you can work from have been made extra strong permitting 
ye ar s ieee — — handling and laying pipe, pulling sheath- 
Machine operates astraddle of trench ing and doing other light crane opera- 
or 342” from edge. in, er pushing in dirt. tions. 


either side of the trench either pulling 























Write Today for Complete Details and Specifications. 


THE CLEVELAND TRENCHER COMPANY 


Pioneer of the Small Trencher 


20100 ST. CLAIR AVENUE CLEVELAND, OHIO 





pos ohn 
MAR : 


sé *U 
ta Om . 


February, 1940—American Gas Journal 





om AMERICAN 








VOLUME 1532 WHOLE 
NUMBER 2 MAL NUMBER 3794 


ESTABLISHED 1859 





FEBRUARY, 1940 


PUBLISHED MON‘ 


AMERICAN GAS JOURNAL, Ih Contents 


3 Park Place, New Y« 


\ House Heating Campaign That Was Tested—William H. 


S. G. Krake, President and T) ONE rot Rs here ee oo a eee ee 
M. E. KELLEHER, Secretar 
A. I, Putxurps, Editorial Directo» 


H. T. Matruew, Business 


velopments in the Conditioning of Boiler Feed Water 


Part I—E. F. Walsh 


James C. Munn, \idwest Reps 
10515 Wilber Ave., Cleve 
Tel. Garfield 1055 I 


1e Selling Parade-—Charles B. Roth ................ 


THOMAS MorGAn, Western Repr 
168 N. Michigan Az 


Chicago, II New Law of Patents and How to Avoid Infringement 
Leo T. Parker 


Standard Pipes Make Safe Columns or Struts—W. F. 
Schaphorst 


Selling Gas Heat to the Builder—W. V. Morrow 


The Gas Mart—National Manufacturers Exhibit—G. F. B 
(Owens 


Appliance Cost Sharing Plan Works Well in Wisconsin 
John E. Hubel 





Copyright 1940, American Gas Journal, Inc. 


New Equipment and Appliances 


News of the Gas Industry 


Subscription $2.00 per vear U.S.A.; $3.00 
Canada; $4.00 Foreign. Single copies, 25 cts 





33 











February, 1940—American Gas Journa 





February, 1940—American Gas Journal 





AMis RIGA 


“ BAS JU 


FEBRUARY 


cS 


No. 2 














A House Heating Campaign 
That Was Tested 


By 
William H. Matlack 


East St. Louis, Ill. 
GREAT deal has been written 


in the last year or two regarding 

the testing of advertising for 
its design and pulling power. So far 
however we have not seen anything 
on the subject by the advertising 
men of the gas industry, therefore 
we may not be out of order in telling 
of a plan that was tested and which 
proved worth while for a _ mid- 
western company. 

For several years, starting in 
mid-summer and continuing until 
late fall, this company has done con- 
siderable newspaper advertising for 
the rental of conversion gas burners 
and to promote an interest in gas for 
home heating in general. The ad- 
vertisements used were three or 
four columns wide and _ between 
twelve and fifteen inches deep. The 
first three or four advertisements 
usually feature the fact “that gas 
home heating is not as costly as most 
folks think” and requested that an 
opportunity be given the company to 
make a “FREE survey and estimate 
of the cost of your home heating 
needs.” Following these first adver- 
tisements was a series that stressed 
point by point (one subject to an 
advertisement) the many features 
that make gas the most desirable of 
all fuels for home heating. The final 
or concluding paragraphs in this 
series stressed the rental plan with 
the amount of the down payment in 
bold face type and also showed an 
illustration of the burner together 
with a statement to the effect that it 








DRAW UP A CHAIR FOLKS, si czars ro uve: 


YOU’LL DISCOVER THAT GAS HEAT GIVES YOU WINTER 
FREEDOM AND COMFORT FOUND IN NO OTHER FUELS. Here’s Why: 


‘. =i 4 
I HAVE TIME TO READ, PLAY OR REST yy I CAN SLEEP 
a « w A 
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LATER IN THE MORNING AND DRESS IN A WARM ROOM! 





Vj Oo}, 
I HAVE MADE A PLAY ROOM OUT OF A DIRTY BASEMENT 
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I'M NOT WRESTLING WITH ASHES AND SOOT. I HAVEN’T 


a” 


ENJOYS 


HAD A SICK DAY 3 ALL WINTER. I'M NOT “NURSING” 
} : yd 


AN OBSTINATE FURNACE FIRE. MY WIFE 
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MY LUCKY STARS 


THAT I AM NOW ENJOYING THE MANY BENEFITS OF 


LET US MAKE A FREE SURVEY OF 
YOUR HOME WEATING REQUIREMENTS 





FULLY AUTOMATIC HEAT! 





e ILLINOIS IOWA POWER COMPANY 





This company makes effective use of small spot illustrations throughout the text 
matter of the advertisement rather than one big illustration. It shows no particu- 
lar type of equipment but illustrates the beneficial features of gas heat very effec- 
tively. The original newspaper advertisement is four columns, 102” high 


VOLUME 152 














February, 1940—American Gas Journal 





s 


BEFORE 


YOU ORDER YOUR WINTER FUEL 


Get the Facts About GAS 


Let Us Make a Free Survey 
and Estimate of Your Requirements 
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ILLINOIS IOWA POWER COMPANY 


ILLINOIS 


IOWA POWER COMPANY 


DONT GO THROUGH 
ANOTHER WINTER 
WITHOUT 











A word from the 
wise...Heat your 
Home with GAS 
next winter... 


Let Us Make a Free Survey 
and Estimate of Your Requirements 











ILLINOIS IOWA POWER COMPANY 











This Winter 
I’m Heating 


ILLINOIS IOWA POWER COMPANY 
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could be installed in “Your present 
furnace or boiler.” 

All in all this plan was productive 
of a nice home heating business, 
however before final plans for ad- 
vertising were decided upon for 1939 
it was decided to consult with the 
house heating salesman to secure 
their ideas of the type of advertising 
which their past experience dictated 
as the most effective for supplying 
them with live leads. These men 
were generally of the opinion that 
the advertisements used during the 
past two or three seasons were ef- 
fective and that the manner of pre- 
senting the features (one to an ad- 
vertisement) had been well conceived 
and logically presented. The only 
suggestions they made were: “Give 
us more advertisements.” 

Acting upon this request the 1939 
program was laid out in the same 
manner as in previous years with the 
exception that two more insertions 
per week were included in the news- 
paper advertising schedules. 


Effective use of small spot advertise- 
ments, two column, 2” high are used by 
this company. Four of the complete 
series are shown, two of them offering 
to make a free survey. 


The two additional advertisements 
were of the type that are called “‘teas- 
ers” and were two columns by two 
inches in size. These advertisements 
(see illustrations) were scheduled for 
Tuesday and Thursday editions of 
newspapers and followed on Sundays 
as here-to-fore by advertisements of 
from two column by eight inches to 
four or five column ten or twelve 
inches. The teaser advertisements 
as will be seen simply undertook to 
interest the reader to the extent that 
he would think of gas when he 
thought of home heating and the 
hope that they would provoke him 
into reading the Sunday advertise- 
ments and request a “Free survey and 
estimate.” 
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LET US CHECK THE 
COST OF HEATING 
YOUR HOME with GAS 


NO OBLIGATION ON YOUR PART TO LEARN ABOUT 
THE COST OF GAS... . THE CLEAN CAREFREE FUEL 
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ILLINOIS IOWA POWER COMPANY 
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“‘A”’—Another of the 2 Col. Advertisements, actual size. 
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This series of advertisements and 
a single twenty-four sheet poster hav- 
ing as copy the first three lines of the 
text used on advertisement “A” was 
all the promotion used and results at 
the time this article was written indi- 
cate that the season will be a very 
satisfactory one in all respects. 

The salesmen say that the adver- 
tisements have supplied them with 
enough prospects to keep them well 
employed, that sales have been sat- 
isfactory and that many “tailor 
made” home heating jobs have been 
sold by heating contractors because 
of the promotion. 


ickitese aus at 


David S, Youngholm Elected 
President Electrical and Gas 
Association of New York 


David S. Youngholm, Vice-President of 
the Westinghouse Electric and Manufac- 
turing Company, was elected President 
of the Electrical and Gas Association 
of New York Inc. at the Annual Meet- 
ing of the Association held at its In- 
stitute Headquarters in Grand Central 
Palace, January 17th. 

Other officers elected by the Asso- 
ciation were: J. H. McKenna, Centra! 
Station Sales Manager, Knapp-Monarch 
Company, First Vice-President; Clifford 
E. Paige, President of the Brooklyn 
Union Gas Company, Second Vice-Pres- 
ident; T. F. Barton, Assistant District 
Manager of the General Electric Com- 
pany, Third Vice-President; Leslie C 
Boyd, President of the Van Cortlandt 
Appliance Corp., Fourth Vice-President : 
S. J. O’Brien, President- of the S. J 
O’Brien Sales Corp., Treasurer; Harr 
C. Calahan, District Manager of th 
General Electric Supply Corp., Secretary : 
and James’ W. Carpenter, Vice-President 
of Long Island Lighting Company, As 
sistant Secretary. 
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Developments in the Conditioning 
Of Boiler Feed Water 


E might ask the question 
“Why soften or condition 
water?” The answer is that 

all natural waters contain dissolved 
salts which, upon evaporation, con- 
centrate to a point where they no 
longer are soluble. Such waters are 
commonly known as “hard waters”. 
The consumer judges water to be 
hard if much soap is required to pro- 
duce a lather—and soft if it lathers 
freely. The hardness of most water 
supplies is due to four compounds 
which are held in solution. These 
compounds are: 


1. Calcium bicarbonate (solution 
of limestone, CaCOs, in waters 
containing carbon dioxide, 
CO.) 

2. Magnesium bicarbonate (solu- 
tion of magnesite, Mg COs, in 
waters containing carbon diox- 
ide, CO.) 

3. Calcium sulphate (in the form 
CaSO,.2H,0, is known as gyp- 
sum ) 

4. Magnesium sulphate (in the 
form Mg SQO,.7H,O, is known 
as epsom salts) 


As long as any of these compounds 
or a combination of them are present 
in a water supply, it is hard. Iron 
and aluminum compounds cause 
hardness but they are usually present 
in such small quantities that it is 
customary not to consider them in 
connection with hardness. However, 
the presence of iron is objectionable 
because it stains everything that it 
comes in contact with. 

The conditioning of water falls 
into two classes, namely for domes- 
ti¢ consumption and for ‘industrial 
purposes. We will devote our discus- 
sion to the conditioning of water for 
industrial purposes and only when it 
is to be used for boiler feed pur- 
poses. 

The conditioning of boiler feed 
vater both from the methods and 
equipment used, has shown marked 
progress in recent years. The selec- 
‘ion of the most suitable and econom- 





_A paper presented before the Operating 
Division, The New England Gas Assn., 
at Boston, January 12th, 1940. 


Part | 


By 
E. F. Walsh 


The Narragansett Electric Co., 
Providence, R. I. 


ical method for conditioning boiler 
feet water for a given plant requires 
a knowledge of the physical and 
chemical characteristics of the wa- 
ter to be used and the temperature 
and pressure at which the plant is to 
operate. 

Boiler feed water properly condi- 
tioned. regardless of the method em- 
ployed, should give the following re- 
sults. 

1. The evaporating surfaces of the 
boiler should be kept clean by pre- 
venting the deposition of adhering 
compounds of calcium, magnesium 
and silica commonly known as scale. 
The presence of scale or even egg- 
shell thickness in high rating boilers 
may cause over-heating and rupture 
of the tubes. The rate of flow of heat 
through surfaces exposed to direct 
radiation is such that any increase in 
resistance to flow from metal to wa- 
ter will result in a considerable in- 
crease in the temperature of the 
metal. At 1,000 Ibs. pressure ab- 
solute, the temperature of the metal 
can be increased only 378° F. above 
the temperature of the water before 
the ultimate operating temperature 
of the metal occurs. At 1,300 Ibs. 
absolute the difference is only 335° 
F. 

2. The metal of the boiler must 
be protected against corrosion by 
maintaining a satisfactory hydrogen 
ion concentration or pH value and by 
eliminating free oxygen from the wa- 
ter. Higher temperatures, cleaner 
surfaces and purer feed water all 
promote corrosion, making it neces- 
sary to reduce the oxygen to low lim- 
its. Deaeration thus automatically 
becomes part of water conditioning. 

3. Carry-over of liquids or solids 
in the steam leaving the boiler must 
be prevented. The first step to this 
end is to reduce and control the sol- 
ids and alkalinity in the boiler water. 
For smooth boiling conditions the hy- 
droxide alkalinity should be held to 





low values, while suspended solids 
should be reduced to a minimum by 
eliminating them from the feed wa- 
ter or by a liberal blow-down sched- 
ule. Steam washers and purifiers 
may reduce or prevent carry-over, 
but their task should be reduced as 
much as possible through chemical 
means. 

4. Embrittlement of the boiler 
metal should be avoided by main- 
taining a suitable ratio of sulphates 
to carbonates in the boiler water, as 
recommended by the A.S.M.E. The 
maintenance of low boiler water alka- 
linities is an economical way of ob- 
taining the proper ratio, since reduc- 
ing the alkalinity by one grain is 
equivalent to increasing the sulphate 
concentration by three grains. 

The selection of the type of equip- 
ment or method of conditioning the 
boiler feed water is our next prob- 
lem. Two general methods are avail- 
able; namely, conditioning of the 
boiler feed water external to the 
boiler and chemical treatment of the 
boiler water within the boiler. The 
various methods may be classified as 
follows : 


1. Internal Treatment 


This method of treatment consists 
of adding chemicals to the feed wa- 
ter at some point in the feed system 
or directly to the boiler. It is prac- 
tical to completely condition boiler 
water internal to the unit and pre- 
vent the deposition of adhering scale 
within certain limitations. However, 
because it is not possible to control 
conditions whereby a chemical reac- 
tion can be stopped, undesirable de- 
posits will occur in the feed lines 
and equipment between the point of 
chemical admission and the boiler. 
The rate of deposition will be a 
function of the changes in the tem- 
perature cycle. If the treating chem- 
icals are fed directly to the boiler in 
the proper quantities almost complete 
elimination of detrimental scale can 
be accomplished. At heat absorption 
rates in excess of 70,000 B.t.u./sq. 
ft./hr. and where tubes are exposed 
to the direct radiant heat of the fur- 
nace, occasional tube failures will 
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occur. The above statements refer 
to the use of recognized chemicals 
where known reactions exist and can 
be controlled. The use of the so- 
called colloidal treatments may or 
may not give satisfactory results. No 
known tests are available to deter- 
mine when proper treatment is ob- 
tained with a 100 per cent colloidal 
treatment. Because of this, prac- 
tically all colloidal treatments sold 
contain as their principal and control- 
ling element one or more of the rec- 
ognized water conditioning chemicals 
such as phosphate, soda ash, caustic 
soda or a combination of these. The 
success of such a treatment in most 
cases can be attributed to their use. 


2. Evaporators 


Evaporators properly operated 
produce a pure feed water and if the 
first cost were not excessive, and they 
could be operated economically, they 
would unquestionably be the first 
choice of operators and designing 
engineers. For industrial service 
where relatively high percentages of 
makeup are required, the initial cost 
is high, as also the operating cost. 
(Fig. 1) For example, for a plant 
requiring approximately 500,000 Ibs. 
per hour makeup, the cost of an 
evaporator installation is well over 
$250,000 as compared to only $50,- 
000 for water conditioning equip- 
ment and the cost of operating this 
evaporator plant would be in the 
neighborhood of $70,000 per year 
more than the cost of a water soften- 
ing plant, taking into account the cost 
of all chemicals required for a water 
of average composition. Further, it 
will probably be necessary to soften 
the water fed to the evaporator and 
to take steps to avoid, so far as pos- 
sible, carry-over which would con- 
taminate the boiler feed. Evapora- 


FIGURE 2 
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DIAGRAM SHOWING POWER LOSS BY EVAPORATOR 


FIGURE 1 


tors are practically 100 per cent effi- 
cient, but there is a charge against 
the operation of evaporators due to 
heat degradation. The temperature 
head loss will usually correspond to 
a pressure loss of between 50 to 100 
pounds. As an example we find that 
the power available from the expan- 
sion of 100,000 Ibs. of steam per 
hour from 200 Ibs. to 100 Ibs. per sq. 
in. will develop 1350 Kw (Fig. 2) 
Assuming the cost of power to be 
$0.01, we find the operating cost of 
the evaporator to be $13.50 per hour. 

When the boiler feed water make- 
up is small, as in most central sta- 
tions, the cost of operating an evapo- 
rator may be insignificant in com- 
parison with the total cost of oper- 
ating the station when the advantages 
of chemically pure feed water are 
considered. For industrial plants, 
however, when the makeup may be 
fifty per cent or more, it is difficult 
to justify the installation of evapo- 
rators. In fact, recent refinements 
in primary conditioning of boiler 
feed water has made the economical 
use of evaporators in central stations 
a debatable question. 


FIGURE 3 
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Water Softeners 


The hot process softener using 
lime and soda ash as the reagents 
with a supplementary feed of phos- 
phate to the boilers, is a common 
method in use today. (Fig. 3) The 
procedure may be explained as fol- 
lows: The raw water is first pre- 
heated by spraying through a steam 
atmosphere, after which lime and 
soda ash are added directly below the 
heater, followed by sedimentation. 
The water then flows upwards to a 
deaerating compartment where it is 
thoroughly atomized to remove all 
traces of oxygen. Finally, the water 
flows to a filter to remove finely di- 
vided suspended matter that has not 
settled out in the sedimentation tank. 
The phosphate solution is fed from 
a tank separate from that which sup- 
plies the lime and soda ash mixture 
and is pumped directly into the suc- 
tion of the boiler feed pump, or di- 
rectly to the boiler drums. 

Operating in the manner de- 
scribed, the carbonates are reduced 
to very low quantities, leaving no by- 
products and requiring no prepara- 
tory treatment such as coagulation 
and filtration. The hardness may be 
reduced to approximately 1 to 1.5 
grs. per gallon by this treatment. The 
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HOT PROCESS SOFTENER WITH LIME AND SODA PRIMARY TREATMENT WITH 
SUPPLEMENTARY PHOSPHATE FEED 


FIGURE 4 














relationship between excess soda ash 
and residual hardness is shown in 
Fig. 4 from which it will be seen 
that what is commercially designated 
‘zero hardness” can be obtained by 
feeding approximately 50 p.p.m. or 
more excess of soda ash. In high 
pressure boilers, however, the caustic 
alkalinity must be kept low for the 
cake of smoother boiling conditions 
and for the establishment of a prop- 
er embrittlement ratio. For this rea- 
son approximately 20 to 30 p.p.m. 
excess of theoretical soda ash re- 
quirements are used, which produces 
a residual hardness of approximate- 
ly 20 to 25 p.p.m. The residual hard- 
ness carried in the effluent from a 
softener should be kept in such an 
environment that it will precipitate 
as a soft non-adherent easily floc- 
ulated sludge, while at the same time, 
the alkalinity of the boiler water 
should be held to a minimum for the 
establishment of embrittlement ratios 
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the limit of solubility, while in zeo- 
lite softening, sodium is exchanged 
for calcium and the softened water 
carries sodium bicarbonate chem- 
ically equivalent to its original con- 
tent of calcium and magnesium bi- 
carbonate; the respective reactions 
being as follows: 


(1) Ca(HCOs)2 + Ca(OH): — > 2 Ca COs + 
2H:0 


(2) ay 5 aaa + Naz Z — 2 Na HCOs + 
a 


The zeolite method of softening is 
satisfactory without modification for 
waters low in hardness and low in 
carbonates, as it will produce a soft 
water having a hardness in the 
neighborhood of 5 p.p.m. but low in 
alkalinity and total solids and the 
cost of treatment will probably be 
lower than that of any other method. 
However, in many cases, pretreat- 
ment with lime or after-treatment 
with acid, (Fig. 5), must be used 
in order to correct the uncontrolled 
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than in the raw water initially, as 
nothing is precipitated. The hard- 
ness merely being converted to the 
corresponding sodium salts, while 
the high carbonate content is reduced 
and converted to sodium sulphate. 
Another objectionable feature is the 
danger of acid reaching the boiler in 
the event of failure in proportioning 
to the feed. With either pre-treat- 
ment by lime or after-treatment by 
acid, treatment by phosphate is neces- 
sary to prevent silica scale. Gen- 
erally speaking, zeolite treatment 
with adjuncts, where required, will 
reduce the hardness to as low as 5 
p.p.m. 

For small plants, the zeolite soft- 
ener has the inherent advantage that 
it is simple to operate and it is or- 
dinarily low in first cost and easy to 
install. The undesirability of uncon- 
trolled alkalinity has been recognized 
for years and zeolite materials which 
make possible control of the alkalin- 
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LIME ZEOLITE PLANT 
FIGURE 5 


and better steaming conditions. A 
number of supplementary treatments 
are available for obtaining this end, 
the most common being the phos- 
phates, which can advantageously be 
fed either as meta or mono-sodium 
phosphates, both of which have al- 
kaline reducing properties and will 
convert the residual calcium to non- 
adherring tri - calcium phosphate 
sludge. in view of the fact that the 
phosphate radical does not decom- 
pose as does the carbonate radical, it 
makes possible the maintenance of 
satisfactory conditions as to non- 
formation of scale in the boiler with- 
out any accompanying excessive al- 
kalinity. 


Zeolite Softening 


Although the zeolite process has 
been in use for years and the chemis- 
try of its process generally known, it 
may be well to define clearly the dif- 
ferences between exchange softening 
and precipitation softening, as in the 
lime and soda process. The addition 
0° lime precipitates the carbonates to 


alkalinity, decidedly limiting the field 
of zeolite softeners. 

In a lime-zeolite plant, lime, in 
some cases supplemented by a coag- 
ulant, is used to precipitate the car- 
bonates in accord with the following 
reaction: Ca (HCO,)? + Ca (OH), 
—> 2 Ca CO; + 2 HO. The par- 
ticular softened water is then passed 
through the zeolite softener, giving 
a water comparatively low in alka- 
linity and low in solids, at low cost 
for treatment. The precipitation of 
carbonates by lime has a scouring ac- 
tion and removes other impurities, 
such as organic matter. This treat- 
ment is particularly well suited to 
turbid waters, since if zeolite soften- 
ing is to be applied, the water must 
first be clarified, which is best ac- 
complished by simultaneously remov- 
ing the hardness by the use of lime. 

Treatment of high carbonate well 
water with zeolite, after whuch sul- 
phuric acid is used for the reduction 
of alkalinity, is illustrated in Fig. 6. 
The resulting content of solids in the 
treated water is high, in fact higher 


FIGURE 6 


ity of the effluent have now been de- 
veloped. Zeolite materials exchange 
one base for another. For example, 
if zeolite mineral is regenerated, as 
is customary, with sodium chloride 
or any sodium salt, such as sodium 
nitrate or sodium sulphate, calcium 
is exchanged for sodium. If instead 
of regenerating the zeolite mineral 
with sodium salts, it be generated 
with iron salts, the exchange would 
be calcium for iron, while if acid, 
such as sulphuric acid be used for 
regeneration, calcium and magne- 
sium would be exchanged for hydro- 
gen, and subsequently if water con- 
trining calcium sulphate be passed 
through the zeolite, the calcium 
chloride would be converted to hy- 
drochloric acid. Ordinary mineral 
zeolites are, however, verv sensitive 
to even slightly acid or alkaline wa- 
ter and any procedure, such as that 
just described would injure the min- 
eral. Recently there has been pro- 
duced in England a synthetic zeolite, 
a polymerization product containing 
organic material, or carbon com- 
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HYDROGEN ZEOLITE INSTALLATION 


FUGURE 7 


pounds, which withstands acids and 
which can, therefore, be used to ex- 
change hydrogen for the metals of 
salts in solution. The hydrogen zeo- 
lite reactions are as follows: 


Softening 
(1) Ca (HCOs)2 + H2Z — CaZ + 2H2 COs 
(2) Ca SO, oh HZ _ CaZ a HO, 
(3) Ca Cle + HoZ — CaZ + 2HCl 


Regeneration 

(4) CaZ + H2SOs —> H2Z + Ca SOs 

The hydrogen zeolite reaction 
toward sodium bicarbonate is as fol- 
lows: 

(5) 2 Na HCOs + H2Z —> NaZ + 2 H2 COs 

As will be seen, calcium is re- 
placed by sodium or by hydrogen, 
depending upon whether sodium 
chloride or sulphuric acid respective- 
ly has been used for regeneration of 
the zeolite. The following table 
shows the composition of a raw wa- 
ter and of the treated water result- 
ing from this process: 

Table 

Before and after treatment 

through Hydrogen Zeolite. 
Raw Treated 


p.p.m. 
nS 


0 
0 
0 
5 
3 


53. 

Important facts are that the soap 
hardness has been reduced from 126 
to 5 p.p.m. and the CO, increased 
from 2.2 to 53 p.p.m. by the trans- 
formation of calcium bicarbonate to 
carbonic acid, also the chloride is 
converted to corresponding amount 


< — Tv 


of hydrochloric acid, which in con- 
junction with the relatively high 
quantity of CO, has decreased the 
pH value from 7.7 to 3.9. 

To render water softened by an 
acid suitable for feeding to boilers, 
the acid must be neutralized either by 
the addition of caustic soda or by 
blending the acid water with water 
softened by the sodium zeolite pro- 
cess. A plant in which caustic soda 
is used for neutralizing the acidity is 
shown in Fig. 7. The CO, is lib- 
erated from the water in the aerating 
tower down to approximately 10 
p.p.m. after which the treated water 
is aerated in an open heater, while 
phosphate and sodium sulphite are 
added at the suction of the boiler 
feed pump. In Fig. 8 the water 
softened by sodium zeolite is blended 
with water softened by hydrogen 
zeolite and the mixture aerated for 
removal of CO, and subsequently de- 
aerated to release CO, not liberated 
in the aerating tower, together with 
any oxygen that might be present. In 
this way, the carbonate content of 
high carbonate waters can be re- 
duced by the zeolite process to the 
same limits as by the lime and soda 
process, overcoming serious objec- 
tion to zeolite softening. Hydrogen 
zeolite softening is particularly well 
adapted for the reduction of the 
sodium carbonate found in some wa- 
ters, as the carbonate is removed en- 
tirely without any permanent by- 
product. It is, in fact, the only 
method available for handling such 
supplies, and has here a real appli- 
cation, 

Most persons know of zeolites as 
base exchange minerals that ex- 
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FIGURE 8 


change one metal for another metal, 
such as magnesium and calcium for 
sodium, and the possibility of ex- 
changing calcium for hydrogen has 
just been mentioned. This raises the 
question as to whether it would be 
possible to exchange acid radicals, 
one for another. For example, could 
a product be made that would ex- 
change sulphate for carbonate, sul- 
phate for chloride, etc. Such prod- 
ucts actually have been made in Eng- 
land and apparatus installed for ex- 
perimental purposes. By passing the 
water through two zeolite units in 
series, the first to exchange its metals 
for hydrogen and the second to ex- 
change the acid radicals for car- 
bonates, the effluent from the second 
softener would contain in solution 
carbonic acid or CO,. The water 
would be soft and would need only 
to be aerated and subsequently de- 
aerated and then given a suitable al- 
kalinity for feeding to boilers. 


Phosphate Softening 


For treatment of hard waters, par- 
ticularly those high in carbonates, the 
cheap reagents lime and soda are par- 
ticularly well adapted. The condi- 
tioning being* finished off with phos- 
phate fed directly to the boilers. 
With soft waters having a hardness 
less than 50 p.p.m., however, high 
efficiencies cannot be claimed for this 
method of treatment since the resid- 
ual hardness after the addition of 
lime and soda, may exceed this figure 
and a more efficient precipitating 
agent is desirable, even though it mav 
be somewhat more expensive. So‘!t 
waters can, however, be treated ecc- 

(Continued on page 42) 

















February, 1940—American Gas Journal 15 


LOOK FOR ALL 











TIGHTNESS—The only flexible 
joint with a 50-year, proved 
record of permanent tightness. 


TIGHTNESS) 


The winning ‘foursome of Dresser advan- 
tages will do for*you what they did for 
the builder of this 514 OD, 105-mile 
pipe-line in Texas . . . expedite the job, 
lower the cost, “up” the satisfaction. 
® Nothing succeeds like Dressers’ Sim- 
plicity, Speed, Flexibility, Tightness. 
Only Dressers Give You “ALL FOUR"! 


DRESSER MFG. CO., BRADFORD, PA. Offices at New 
York, Chicago, Houston, and San Francisco. [nm Canada: 





PIPE COUPLINGS 


FITTINGS ?—We make a complete line of Long, Cast, Reducing, 
and Insulating Couplings, also steel and malleable cells, tees, crosses, 
Dresser Mfg. Co., Ltd., 60 Front St., W., Toronto, Ont. 





etc. Write for our General Catalog Number 36. 
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WATER HEATER 
EGNTRGLS 


AGA Approved 
TITAN Temperature and 
Pressure Relief Valve 


This device is installed on the hot water outlet in the 
tank directly in the flow of water. Action, as a result, is 
unfailing and positive, there being no dead pockets to 
prevent proper functioning of 
relief valve. 


Pressure relief is obtained 
through a spring-loaded valve 
which opens when the pres- 
sure reaches a predetermined 
point. Should the water be- 
come overheated to 200° F, a 
fusible disc melts and lets the 
water escape thereby prevent- 
ing a further increase in temperature. 


The Titan Relief Valve serves as a coupling connected 
in the line thereby eliminating the necessity and expense 
of a tee fitting. To replace fusible disc, it is not neces- 
sary to disassemble valves or piping in any way. 

Design for application to storage or range boilers. 
Prevents corrosion, scalding and explosion. 


Catalog and full information upon request. 
The Titan Valve & Manufacturing Company 


Thermostats @ Safety Pilots @ Relief Vaives @ Safetystats 
9913 Elk Avenue Cleveland, Ohio 




















AAO Installations 


prove the ability of 
Glover-West carboniz- 
ing plants to produce 
gas at low cost and also 
make a highly reactive 
coke ideal for the do- 
mestic market. The tar 
has low water content 
and viscosity excellent 
for road material. 


Write for complete 
details. 


WEST GAS IMPROVEMENT CO. 


424 MADISON AVENUE NEW YORK, N. Y. 
More than 65 years of dependable service to the gas industry. 
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The Selling Parade 


A Digest of Successful Selling Ideas 


By Charles B. Roth 


Alertness 
a Vital Necessity 


VER the desk of the executive 
I called upon hung a framed 
motto. While he was answer- 
‘ug the telephone and finishing up a 
‘vief conversation, I glanced at it. 
iecause it is a motto I have liked for 
years, even though I am not motto- 
minded, I remarked about it—and 
we began our conversation around it. 

“Greatest thing on salesmanship 
ever written,” said he, “I give a copy 
to every new salesman | hire, ask 
him to read it every day of his life.” 

I told him I had always admired 
the motto, which was written by 
Henry David Thoreau, but that it 
astonished me to find the head of an 
international concern drawing on a 
poverty-stricken New England phi- 
losopher for inspiration for his sales- 
men. 

“Would you mind telling me how 
you discovered that motto, and how 
it applies to your sales force?” I 
asked him. 

“Not at all.” 

Then he told me this story: 

A few years ago he had a friend, 
sales executive for another concern, 
who was disgusted with the utter 
lack of initiative among his salesmen. 

The friend declared he was going 
to put his salesmen to a test. 

He called in four of his men, one 
at a time, and told them the same 
thing: “Captain J. C. Jones wants 
to buy one of our machines. See if 
you can get the business.” That’s all 
he told them. 

The men went out. Inside of 
twenty-four hours, three of them 
came back to report they couldn’t 
find Captain Jones. Where was he, 
who was he? The executive said he 
didn’t know, and advised them to 
skip it. ‘“‘The lead doesn’t amount to 
much anyway, I guess,” he told the 
men. And they agreed with him. 

It was a week before the fourth 
one reported on Captain Jones—and 
his report was a signed order from 
Captain Jones. 

“How did you find Captain 
Jones?” the chief asked. 





“Kept looking till I did.” 

“And discovered ?” 

“That Captain Jones isn’t an army 
captain—but a Salvation Army cap- 


” 


tain... 

“Go on.” 

“That Captain Jones isn’t a man, 
but a woman.” 

“Proceed.” 

“That Captain Jones doesn’t live 
in New York City but in Brooklyn.” 

“But you discovered she wanted 
our appliance?” 

“I discovered I could sell it to 
her.” 

“Well,” said the chief, “I stacked 
the cards against four of you fel- 
lows—I gave you all the same lead. 
I need an assistant, and I wanted to 
see which one of you had initiative. 
So I gave you that bum lead. The 
other three fell down. You’re my 
new assistant.” 

The motto that this inspired is 
simple. It reads: 

NOTHING SUPERSEDES THE 
NECESSITY FOR BEING FOR- 
EVER ON THE ALERT. 


Where Courage 
Counts 


Sometimes a salesman has to meet 
objections, not with suavity and 
smiles, but with a stern show of cour- 
age, and often with insolence. Not 
often is he required to show inso- 
lence. But once in a while he is. 

When Eugene Stevens, then a 
young Chicago bond salesman, who 
later became a big banker in the 
Middle West, was making a call on 
an important customer, a big man 
all salesmen were afraid to cross, the 
customer brought up many trivial 





and silly objections. He was just 
trying to bluff the young salesman, 
and get rid of him. 

So he was astonished when young 
Stevens, barely old enough to shave, 
stood up on his hind feet and told 
him: “You know as well as I do that 
your objections are of no impor- 
tance. They do not affect the value 
of this investment in any way. They 
have nothing whatever to do with 
fundamentals.” 

The customer smiled. 

“That is right,” he admitted. He 
was just testing Stevens. After that 
it was all smooth selling for him. 
Here was a courageous salesman, one 
who was willing to fight for his 
goods, for his ideas, for his prin- 
ciples. 

Every customer has to respect such 
a man. 


On Aiming High 

“There’s only one sin | won’t con- 
done in my men,” the veteran sales 
manager was telling me as we rode 
along together in his car. 

He continued: “I don’t object to 
the things most people object to. The 
old man often finds fault with me, 
for being what he terms too “‘broad- 
minded.’ But one thing I simply will 
not tolerate.” 

“And that’s what?” 

“Low aim.” 

“Low aim?” 

“Yes. By low aim I mean lack of 
ambition or maybe a nature that is 
too easily satisfied. I want my men,” 
said the sales manager with spirit, 
“to go out and carry the feeling that 
no matter how much they sell, they 
still haven’t sold enough. I want 
them to aim high, to set a goal which 
is Clear beyond themselves—and then 
to fight to get up there.” 

We rode in silence. Finally: “Do 
you know what I give each salesman 
when he comes to work for me?” he 
asked. 

“T haven’t the faintest idea.” 

“I give them a statue. It’s an In- 
dian statue by the sculptor Philip 
Sears. Do you know it?” 

“You mean the statue of the Alo- 
gonquin brave shooting at the stars 
with his bow and arrow?” 





‘“That’s the one. I tell my men that 
that statue is the personification of 
a successful selling life—an aspira- 
tion so high, a goal so far away that 
it’s like shooting a bow and arrow 
at the stars! 

“But, believe me, that high aim is 
the thing that makes sales records,” 
he concluded. And we rode on in 
silence through the dusk. 


Tact in Approach 


He came in to see me and in his 
eyes was something I didn’t like— 
something hard, something question- 
ing, something unfriendly. He stared 
me out. He was young. He did his 
best to sell me, but I handled him 
easily enough, and was about to 
usher him out when I decided I’d 
talk to him for a little while. 

“You looked me over pretty care- 
fully when you came in, didn’t you?” 
I asked. 

“TI always do,” said he. 

“What were you trying to do?” 

“Size you up. See what kind of a 
guy you were.” 

“Do you do it with all your pros- 
pects ?” 

“Certainly.” 

“Better stop doing it right now if 
you want to sell more,” I advised 
him. 

“Why Ta 

“Because it’s costing you sales. It 
cost you one with me.” 

He still didn’t understand, but I 
explained to him that it was much 
more important to let the buyer size 
you up than it is to size the buyer 
up. He, after all, is the head man. 
He is in charge. If he likes you, he 
buys; if he doesn’t, no matter what 
you think of him, he doesn’t often 
buy. 

I think the advice I gave this 
youngster is sound enough for all 
salesmen to read: Cultivate a phy- 
sical carriage and a general deport- 
ment which will impress him. Be 
alert. Be self-confident. Be pleas- 
ant. Be friendly. Be at ease. Do 
nothing which will in any way cause 
him to be suspicious or in any way 
dislike you. 

Give him something favorable to 
size up—and then you can forget 
about sizing him up. That part of 
it will take care of itself. 


Keeping Mentally Fit 


Remember when Tommy Farr 
fought Joe Louis, and lost a hair- 
breadth decision? That fight was 
more than a prize fight for a sales- 
man I know. It was a starting point 
to greater things. 
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A few weeks after it was over he 
read an account in a national maga- 
zine praising Tommy Farr. The au- 
thor was Jim Tully, the hobo turned 
writer. The part of it that gave the 
salesman his zoom was Tully’s in- 
sistence the reason for Tommy 
Farr’s great showing was that he 
had trained himself so thoroughly 
he was prepared for whatever might 
come. 

The particular paragraph which he 
reads over every morning said this: 


“Like all great fighters Farr went 
down the aisle to the ring ready to 
meet what might develop — to let 
events take care of themselves. He 
had trained his brain by constant re- 
iteration to function even if it might 
be stunned. In other words, his brain 
must cooperate with his heart. If his 
heart said, Get up, the brain must 
make him stand. What the world 
might learn of spirit and never say 
die from this man is a very great 
deal.” 

“T found that applied to me,” said 
the salesman. “T’ll tell you how. I 
had been going into my sales inter- 
views half-prepared. If a customer 
tripped me up, I was sunk. I wasn’t 
trained to fight a championship bat- 
tle. But I am now. I keep myself 
mentally fit for whatever may hap- 
pen, and it has increased my sales.” 


Appearance and 
Rating 


While it is unquestionably true 
that you can’t tell how far a frog can 
leap by looking at it or how much a 
salesman can sell by looking at him, 
it is also unquestionably true that 
there is a close relationship between 
appearance and performance in sell- 
ing. 

A man I know who became sales 
head for a large New York concern 
started out in a small Middle West 
corporation with just a few salesmen 
under him. 


One day, in a sales meeting, he 
held an evaluation session. He had 
each of his men walk up in front. 
The other men rated them on their 
appearance. If one salesman needed 
a shoe shine, that knocked off five 
points from his rating. If another’s 
tie was crooked, they rated him down 
on that. If a third kept his hands in 
his pockets, he got docked for it. 

Then the boss tabulated the 
ratings. 

He found this astonishing thing: 
That the men who were rated high 
est in appearance and demeanor wer 
also highest in sales. 

“I didn’t wake up to the impor 
tance of heeding little things unti! 
that day,” said the sales head. “Bu 
if appearance and sales go together. 
my boys and I decided to rate our 
selves up, each of us.” 

He rated himself up to a $50,000 
job. 

aS ee 


Mid-West Regional Conference 


The Mid-West Regional Gas Sales 
Conference will convene at the Palmer 
a Chicago, from February 15th to 

th. 

This fourteenth annual conference 
promises a program of unusual interest 
to sales executives and others interested 
in the promotion of gas sales and sales 
of gas appliances. 

Each year the attendance at this con- 
ference shows a steady and substantial 
growth, over six hundred registering at 
the 1939 meeting representing 29 States. 

E. R. Felber, Sales Manager of Madi- 
son Gas and Electric Co., Madison, Wis., 
is Chairman of the Committee. 
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Launch Educational Food Pro- 
gram for Nation’s High 
School Students 


An educational foods program related 
to gas refrigeration was launched in Jan- 
uary for Home Economics students in 
21,000 urban high schools throughout the 
nation. 

The program was developed by Miss 
Jane Tiffany Wagner, Director of the 
Home Economics Department of Servel, 
Inc., New York City, who has worked 
in cooperation with s1iss Eleanor Howe, 
of Harvey and Howe, Inc., Chicago, IIL, 
publishers of two magazines through 
whose pages the project is being pro- 
moted. 

The magazines are: “The Student Home 
Economist,” a monthly publication devot- 
ed to the educational interests of high 
school Home Economics students, and 
“What's New in Home Economics,” a 
monthly educational and news magazine. 
The magazines’ circulation includes Home 
Economics teachers in high schools, col- 
leges and universities where Home Eco- 
nomics courses are taught, as well as 
Home Service Directors of gas utilities, 
and leaders in the rural and urban edu- 
cational and commercial fields. 
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New Law of Patents and How to 


Avoid Infringement 


ERY frequently gas corporation 

officials are confused with re- 

spect to their legal rights and lia- 
bilities when deciding to use patented 
devices and equipment under license, 
royalty or sale contracts. Obviously, 
infringement of a patent presents a 
hazardous risk and may result in 
heavy financial losses if such con- 
tracts are not proper and legal. 

In other instances gas corporation 
executives, officials and employes 
may decide to obtain protection on 
new ideas in order that the corpora- 
tion may have the exclusive right to 
make, sell and use the new invention 
and, thereby, profit. Since the ex- 
perimental costs of perfecting a new 
invention frequently are excessive, 
it is advisable to know whether a 
patent on the new invention may be 
obtained before expending time, ef- 
fort, and money. Therefore, first, 
it is important that all things, ideas 
and devices are not patentable, al- 
though same may be new. For il- 
lustration, the following are not 
patentable : 


A mere idea without describing 
practical mechanical means to make 
the idea useful ; 

A mere result, or function; 

Things having an immoral object ; 

A scientific principle ; 

Anything or device created by 
“mechanical skill,’ and which does 
not require inventive genius; 

An aggregation of old and well 
known parts; 

All devices that cannot be oper- 
ated ; 

A system for doing something and 

without means for putting the system 
in effect ; 

All devices that are not new and 
useful. 


Unpatentable Inventions Illustrated 


In order that readers may have 
ample opportunity to distinguish be- 
tween patentable and unpatentable 
devices we shall review the law on 
this subject. 

For instance, any person may 
“get” a good idea, but he cannot pat- 
ent it. On the other hand, if he in- 
Vents a new mechanical means for 
Utilizing the idea, he may obtain a 
Patent on the mechanism. Of course, 


By 
Leo T. Parker 


Attorney at Law 
Cincinnati, Ohio 


if both the idea and the mechanical 
device are new, it is possible to ob- 
tain basic claims in the patent that 
will prevent any other person or cor- 
poration from obtaining a patent on 
a similar device for carrying out the 
idea, 

For example, the Wright Brothers 
had the idea of a flying machine. 
Later they built an airplane and dem- 
onstrated that the idea was practical. 
However, they were not granted a 
patent which prevented all other per- 
sons from flying. The patent broad- 
ly protected mechanical means of 
which important parts were the sta- 
tionary wings, and power to propel 
the device. Therefore, the idea of 
flying was put into practical usage. 

In Atchison v. Peterson, 87 U. S 
507, the Supreme Court of the 
United States, said: 

“An idea of itself is not patentable, 
but a new device by which it may be 
made practically useful is.” 

Also, while no person may obtain 
a patent on a result or function, he 
may obtain a patent on mechanical 
device for carrying out the result or 
function. 

The fact that any person discovers 
the natural properties or scientific 
principles of a material or thing does 
not entitle him to a patent. Nor may 
he protect his discovery by any plan 
or method, except by keeping it a 
secret. On the other hand, a proc- 
ess to do something new is patent- 
able. For example, a person pat- 
ented the process of making artificial 
gas. One of the properties of the 
ingredients may have been new, or 
the method of making the gas was 
new. Therefore, in either case the 
idea was put into effect by use of 
practical methods. 

Under all circumstances a patent 
may be obtained on a new “combina- 
tion” of elements, although the ele- 
ments are old. However, a patent 
cannot be obtained on an “aggrega- 
tion” of elements. Legally, an “ag- 


gregation” of parts comprising a col- 
lection of old elements which do not 
co-act to produce a single or new re- 
sult is not patentable. A_ simple 
method of deciding whether a device 
is an “aggregation” or a combina- 
tion of parts is: Will the machine 
continue to operate if any one or 
more of the parts of it are removed ? 
If so it is an “aggregation.” How- 
ever, it is not necessary that the parts 
operate simultaneously. The only 
important consideration is whether 
the parts co-act to effect the desired 
single result. 

The famous lead pencil patent (92 
U. S. 358) consisted of a rubber 
eraser on a lead pencil. This patent 
was held to be invalid as an “aggre- 
gation” because either the eraser or 
the pencil may be used independently 
of the other, and a new result is not 
accomplished when one part is used 
and under no circumstances do the 
eraser and the pencil co-act to pro- 
duce a new result. Both the eraser 
and pencil had been used previously 
and, therefore, both elements were 
old and they were not caused by the 
inventor to co-act, otherwise he may 
have obtained a valid patent. 


Losses from Experiments 


Questions most frequently pre- 
sented gas corporation officials are: 
May the invention be protected with 
safety while making experiments, 
without incurring the expense of 
actually filing an application for a 
patent? How may I protect my in- 
vention without spending much 
money ? 

It is well established law that in- 
ventors may with security protect 
themselves against loss or theft of 
their ideas while the inventions are in 
the course of experimentation. On 
the other hand, the rules as estab- 
lished by the recent higher courts on 
this subject must be carefully fol- 
lowed during the experimentation, 
or the inventor may lose his legal 
rights to obtain a patent. 

A complete review of leading high- 
er court cases discloses that an in- 
ventor may forfeit his right to a 
patent on his invention, under the 
following circumstances : 


(1) If another person who files an ap- 
plication for a patent on the device was 
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the first inventor; (2) if the inventor 
files an application for a patent, but fails 
to prosecute his case in the United 
States Patent Office within six months 
after the first answer is received from 
the Patent Office; (3) If the original in- 
ventor delays from six months to three 
years in filing an application for a patent 
after the invention is perfected so that 
it actually will operate, although it is 
crude; (4) If the inventor files an appli- 
cation for a patent before his invention 
is practical and operative; (5) If the in- 
ventor fails to keep records and draw- 
ings properly dated and witnessed to 
establish his priority rights during the 
experimental stages of the invention, in 
the event another person files an appli- 
cation for a patent; (7) If the inventor 
uses his invention in public, sells or ad- 
vertises it for two years before filing an 
application for a patent. 

The mere fact that a person is 
first to file an application is not as- 
surance that he will obtain a patent. 
This is true, contrary to the opinion 
of the majority of persons, because 
an inventor may be entitled to a 
patent although he files an application 
after another person has secured 
the patent. The Government will re- 
voke a patent issued to a person who 
is not the real inventor. Therefore, 
although a person actually obtains a 
patent he is not positively certain that 
he shall retain it, unless he has prop- 
erly signed, dated and witnessed rec- 
ords to prove that he was the original 
to conceive and perfect the device. 

Records of experiments should al- 
ways be made with pen and ink, and 
should comprise sketches and written 
descriptive matter so complete that 
persons who are familiar with mech- 
anism, or the science to which the 
invention belongs, may understand 
the invention. Moreover, each page 
of the records should be dated and 
the sketches, description, and ex- 
planations of each experimental test 
should/be included on the same sheet. 

Obviously, it is not necessary nor 
advisable to explain methods and 
procedure of prosecuting patents in 
the United States Patent Office be- 
cause this is a job for an experienced 
Patent Attorney. Failure to obtain 
the proper and technical “claims” in 
a patent automatically forfeits the in- 
ventor’s right to claim a basic patent. 
And neither the United States Patent 
Office officials nor the courts will 
read into a patent that which either 
the inventor or his attorney, failed 
to include. 


Law of Infringement 


Whether one infringes a patent de- 
pends upon whether he infringes the 
“claims” in the patent. One may 
make, sell or use exactly the device 
shown in the drawings of a patent, 
but if he does not infringe the claims 
no liability exists. 

Frequently, gas corporation of- 


February, 1940—American Gas Journal 


cials agree to pay license fees or 
royalties for the privilege of using 
certain inventions that are not pro- 
tected by broad or strong patents. 
Obviously, money paid to obtain a 
license to use a patent having weak 
claims is unwisely and unnecessarily 
spent. The law does not require 
payment of royalties to inventors 
who hold patents which do not con- 
tain claims sufficiently broad to pro- 
tect the device or structure in con- 
troversy. 

We hear considerable about “‘bas- 
ic’ or “pioneer” patents, but it seems 
that few people actually know the 
true legal meaning of these terms. 
Generally, a pioneer patent is thought 
to relate to an absolutely new ma- 
chine, device or process for doing 
something. However, it has been 
held that a pioneer patent need not 
be distinctively different from other 
previously used inventions. It may 
be an improvement or small new 
part of the previously used thing. 
Recently a court in effect said that 
a patented device which greatly re- 
duces the cost of manufacturing an 
article is a pioneer patent, because 
where an invention is capable of 
producing so highly desirable and 
practical results, it must be distinctly 
different from the mechanism previ- 
ously used for the same purpose, and 
considerable inventive ability is re- 
quired to produce something long 
sought by other experienced in- 
ventors. 


Moreover, the simplicity of an in- 
vention is looked upon by the courts 
as being the highest trait of genius. 
Many patents have been declared 
valid which, as a matter of fact, ap- 
parently could have been perfected 
by anyone. But it is very often the 
case that the “idea” is the important 
thing, and after it is once had almost 
any person may have proceeded to 
perfect and patent a very valuable 
and profitable invention. 


Therefore, it is quite apparent that 
deciding whether a patent is in- 
fringed is not an easy, nor certain 
matter. Frequently, many courts 
listen to testimony and each succes- 
sively reverses the other on the ques- 
tion of infringement. On the other 
hand, if the device is simple there is 
one positive method of determining 
whether the patent is being infringed. 

First, it is important to know that 
no person or firm which appropriates 
a new and valuable patented inven- 
tion can avoid infringement by sim- 
ply making one part in two, or vice 
versa, or changing the material, or 
changing the form, or adding ele- 
ments, or transposing the parts, or 
by impairing the efficiency of the de- 
vice. 








On the other hand, the omission of 
an important or material element of 
a patented device will avoid infringe- 
ment. In other words, where any 
patented invention contains claims 
which enumerate several parts, any 
person may omit one of the parts 
and proceed to manufacture, use or 
sell the device without infringing. 
However, to attempt to avoid in- 
fringement by the mere substitutio: 
of parts is not so easy. For exam- 
ple, a leading higher court case dis- 
closes that elements which are consid- 
ered in the patent law to equal each 
other, and by the substitution cannot 
avoid infringement, are: a spring 
and an elastic band; a screw and a 
nail; a cam and a toggle-joint; a 
weight and a spring; a spur gear and 
a worm gear; a sprocket drive and 
a gear drive; spiral gears and miter 
gears; rollers and a vertical press. 

Examples of various attempts to 
avoid infringement by changing the 
materials, also, are interesting. It has 
been held that the substitution of 
one of these materials for the other 
will not avoid infringement: wood 
for rubber; steel for wood; alumi- 
num for steel; paper for fiber ; cellu- 
loid for glass; concrete for stone. 

In a suit for the infringement of 
a patent the three important ques- 
tions are, as follows: Is the patent 
valid? Do the claims of patent cover 
the device or thing in litigation? And 
has the patentee a legal right to en- 
ter suit? 

If these questions can be answered 
in the affirmative, an infringer is li- 
able who has appropriated advantag- 
es and elements of the invention 
whether by the ingenious application 
of equivalent merchandise or other- 
wise. 


Repair Is Infringement 


Many gas corporations have be- 
come involved in litigation as a re- 
sult of repairing or overhauling 
patented equipment purchased from 
the patentee, on the unfounded be- 
lief that a purchaser of patented 
equipment is privileged to make any 
and all necessary repairs of the same. 
It is important to know that a gas 
corporation is liable as an infringer 
where extensive repairs of a patented 
machine, device or equipment are 
made. 

For illustration, in the leading 
United States court case of Howar«- 
son v. St. Louis Company, 77 F. 749, 
the court clearly explained the law on 
this subject and explained that the 
rule is well established that any per- 
son who purchases a machine or me- 
chanical contrivance has the right, by 
virtue of his purchase from the pat- 
entee, to repair a part of the machine 








or device which happens to be bruken 
through accident, but when a patent- 
ed machine is accidentally destroyed, 
or when it is practically worn out, 
the owner under the guise of repair- 
ing it cannot practically remake a 
new machine. 

In other words, while the owner 
of a patented device may make ordi- 
nary repairs he is liable for infringe- 
ment if he performs such extensive 
repairs that may be considered by a 
court as being taking a worn out 
device and making it serviceable. 


Infringement Avoided 

Of course, a patent may be so 
weak and narrow that a slight modi- 
fication of the invention will avoid 
infringement. This is particularly 
true where the invention is no more 
than an unimportant improvement of 
a well known and long used thing or 
device. But if the patent is on a 
basic invention the claims may be 
sufficiently broad to protect the in- 
ventor against any other person or 
firm making a device even remotely 
similar. Under these circumstances 
avoiding infringement is an extreme- 
ly difficult and hazardous undertak- 
ing. 

For instance, in a quite recently 
decided case it was disclosed that 
several persons living in different 
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states each arranged to manufacture 
a separate part of an invention. 
These various parts were shipped to 
another individual, who lived in a 
different state, and assembled into an 
infringing article. The patentee be- 
came informed of the infringement 
and instituted legal proceedings 
against the various parties for dam- 
ages in consequence of the sale of 
the manufactured and assembled 
things. Notwithstanding the obscur- 
ity under which they were manufac- 
tured and assembled, the court held 
that the various persons were liable 
as co-infringers for damages and the 
earned profits. 


Furthermore, the purchasers and 
users were liable even though they 
bought the devices in good faith and 
without knowledge of the conspiracy. 


Still another important point of 
the law is: It is not necessary for 
the owner of a patent to notify an 
infringer to discontinue infringement 
before filing suit. Various courts 
have held that it is sufficient if the 
patentee marks the patented articles 
“Patented” with the day and year the 
patent was granted. But if the ar- 
ticles which are made, sold or used 
by the patentee are not pro perly 
marked, no damages may be had for 
infringement until the infringer has 
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received written notice from the 
patentee to discontinue the infringe- 
ment and fails to do so. 


However, no person can infringe 
a patent where the inventor marks 
his manufactured devices “Pat. Ap- 
plied For” or “ Patent Pending.” 
There is no actual law which sup- 
ports its utilization in this manner. 
It is merely a term adopted by in- 
ventors themselves. 

There are many records of legal 
controversies where individuals and 
firms have used the term to deceive 
the public and have been prosecuted. 
An improper use of the phrase is 
looked upon by the courts as per- 
petrated fraud upon the people. 

Either of the notices “Pat. Applied 
For” or “Patent Pending” may be 
imprinted or stamped upon an inven- 
tion for the purpose of informing all 
persons and firms that some inventor 
has begun, but not completed the pro- 
cedure of obtaining a patent. But it 
is important to realize that no dam- 
ages or profits can be obtained by 
the inventor from any person or firm 
which manufactures, sells, or uses 
the invention prior to the time the 
patent issues, even though the in- 
ventor takes the precaution to stamp 
his product “Pat. Applied For” or 
other similar notifications. 
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CURRAN-KNOWLES GAS AND COKE OVENS 


Two views of the recently constructed plant at Mill- 
stadt, Illinois, for the Midwest Smokeless Fuel Co. 
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quality of coke produced. 


COAL CARBONIZING CO. 


Bank of Commerce Bldg. St. Louis, Mo. 























Febrt 

tary, 1940—/ 

y, 1940—American Gas Jor 
Journal 


USE “UN 
UNITED ENGINEERS” FOR PLANT EXPANSIO 
a) 2 ™ ye i , 








aan 


SERVICES PROVIDE 


CE IN DESIGN 
s experience > 


UNITED 


U. G. I 
. . o Mech “ 
anical 
Generator Water G 
as 

Sets plus EXPERIEN 
United has over 50 year 
gas plant design. 
ARATUS 


ior developments 


EFFICIENT APP 
neered m8} 
oduction.- 


assure 
economi 
cal 
gas production. U. G.I. H 
. G.I. Heavy Oil 
United has pic 
d coal g@s Pt 


Pro 
ovides f 
or use 
of low 
cost enricher Lon in water aD! 
: g 
ECONOMICAL CONSTRUCT 10N 
United has large well organized forces for 
ork. 


operatin 
g experi 
lence wi 
ith 
use of heavy oil insur 
es 
gas plant and 9° 


modern and 
effici 
ient gas and fuel handling 
apparatus 


neral construction w 


satisfact 
ory operati 
ration : 
with ut 
most economy. Now i 
w im N OPERATION 
has experienced plant operators 


ing most efficient results. 


use on 0 
ver 
one hundred water ga 
s sets. 


UNITED E 
NGINEERS & CONSTRUCTORS INC 


NEW YO 
RK PHILADELPHIA chica 
Go 


/ 














February, 1940—American Gas Journal 


Standard Pipes Make 


Safe Columns or Struts 


Ordinary pipes often come in 
haudy for use as columns or struts 
or for use as “push members” in 
transmitting forces. Due to its circu- 
lar form, a pipe is ideal. 

However, when it comes to “‘figur- 
ing columns,” it usually takes consid- 
erable time digging around in hand- 
books, etc-, and as a result the use of 
a pipe is avoided. Or, a pipe much 
too large or too small is used, chosen 
entirely by “guess.” The pipe that 
is too small may fail and be the cause 
of disaster. 

Those who may have occasion to 
use standard pipes in this way will 
find the following simple table and 
rules of value :-— 

1. Knowing the load that is to be 
carried and the length of pipe need- 
ed, make a “guess,” as to the size of 
pipe. Column A in the tables will 
help in making the guess as it gives 
the maximum length of pipe that may 
be used. Thus, never use a 1%” pipe, 
as an important column, longer than 
14.5”. Never use a 3” pipe, as an 
important column, longer than 139”. 
Ete. 

2. Multiply the length of the pipe 
in inches by the corresponding figure 
in column B of the table. This 
product should never be greater than 
12,000. If it is greater than 12,000, 
it means that you have guessed a pipe 
that is too small. After getting the 
right size, proceed as follows :— 

3. Subtract the product from 


By 
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19,000. If the difference is equal to 
or less than 13,000 use it, in (4). If 
the difference is more than 13,000 
use 13,000 in (4). 

4. Multiply by the figure in col- 
umn C, corresponding with the pipe 
size. 

The result is the number of Ib. 
that the pipe will carry as a column, 
strut, or “push member.” If the re- 


sult is less than the load to be carried, 


try again, using the next larger pipe 
size, and so on until the proper and 
most economical size is selected. 

For example, it is desired to sup- 


Column A 
Size of Pipes, Maximum Length 
Inches Inches 
% 14.5 
\% 19.4 
¥% 25. 
1% 31.3 
34 40. 
1 50.6 
1% 64.7 
14 75. 
2 94.7 
24 114. 
3 139. 
3% 161. 
4 181. 
44, 202. 
5 226. 
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port a load of 10,000 Ib. at a height 


of 84”. What size of pipe should 
be used? Following the rules, we do 
this: 

1. “Guessing” the size of pipe, 
Column A, shows that 84” falls be- 


tween 1% and 2” pipe. We will 
therefore try a 2” pipe. 
2. 84 x 126.9 = 10,650. This is 


less than 12,000 and we will there- 
fore continue. 

3. 19,000 — 10,650 = 8350. This 
is less than 13,000 and we may there- 
fore use it in (4). If the difference 
were 18,350, we would have to use 
13,000 in (4). 

4. 8350 X 1.07 = 8950 Ib. 

Since 8950 Ib. is less than 10,000 
lb. a 2” pipe is too small. We will 
therefore recalculate, this time trying 
a 24” pipe. 

2. 84 X 105.3 = 8850 

3. 19,000 — 8840 = 10,150 

4. 10,150 X 1.71 17,370 Ib. 

This shows that a 21%” pipe would 
be amply safe to hold up 10,000 Ib. 
It shows that a 2%” pipe is capable 
of holding almost twice as much as 
a 2” pipe at a height of 84”. The 
small difference in pipe sizes and the 
great difference in strength indicates 
the necessity of careful computation 
and the danger involved in guess- 
work, 


Column B Column C 
826.4 0.07 
617.3 0.12 
480.8 0.17 
383.1 0.25 
300.3 0.33 
237.5 0.50 
185.5 0.67 
160.5 0.80 
126.9 1.07 
105.3 1.71 

86.21 2.24 
74.63 2.68 
66.23 3.18 
59.52 3.68 
53.19 4.32 
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For Sound Values and Continuous Operating Economy. 
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SUPERIOR GAS METERS 


Meters for 


Superior Meters are built to A. G. A. specifications to provide complete 
protection against leaks and costly repairs. 


SUPERIOR METER COMPANY 


167 41st Street 


Brooklyn, N. Y. 
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Selling Gas Heat 
to the Builder 


N THE SALE of gas-appliances, 

there have been some remarkably 

successful campaigns in various 
parts of the country, so much so, in 
fact, that the fundamental principle 
of selling gas for heating, cooking 
and other purposes before the house 
is built and then letting the sale of 
appliances follow naturally, is per- 
haps not accorded the importance it 
justifies. 

With many new building projects 
springing up all over the country be- 
cause of the pressure of the growing 
population for more residences, there 
are many opportunities tor gas com- 
panies and their representatives to 
literally get their product in on the 
“ground floor.” Perhaps, the im- 
mensity of the replacement market 
due to newer designs and more eco- 
nomical gas appliances as well as the 
hesitant character of residential 
building in the last few years, have 
tended to shift attention somewhat 
awav from selling gas to the builder 
before the house is built. 

A good example of what can be 
accomplished in actual selling of gas 
to the builder before the dirt begins 
to fly for the new house, together 


Left: Type of the high-class homes being built by George Wa!- 
lace Realty Co., in Paramount Park, Kenmore, N. Y., all served gas 
by gas for heating, cooking and refrigeration. 


Right: View of types of homes being built by George Wallace 
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with the collateral value in advertis- 
ing that such efforts bring about, is 
shown in the case of the residential 
building program of the George Wal- 
lace Realty Corporation, of Kenmore, 
N. Y., which is developing Para- 
mount Park in that town into a high- 
class residential community, restrict- 
ed to single homes. The develop- 
ment is conveniently located, only 25- 
minutes to downtown Buffalo and 
20-minutes to Niagara Falls. 
Before these houses were built, 
the realtor naturally investigated 
various fuels for heating, cooking 
and refrigeration purposes, among 
them gas. Fred H. McLaren, house 
heating representative of the Repub- 
lic Light Heat & Power Co., Inc., 
of Kenmore, immediately got busy 
and on the basis of facts and figures 
persuaded Mr. Wallace and his de- 
signer, W. M. Kinney, to build the 
first house, using gas as the principal 
fuel. Accordingly, a house, now 


company. 
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Realty Co., in Paramount Park, Kenmore, N. Y., all served | 
Cost of heating any one of above houses by gas is $92. 

without storm windows and $62.66 with storm windows for : 
8-month winter season as proven by data compiled by rea: 








known as 157 Southwood was built, 
equipped with “Rex” automatic 
water heater, Niagara gas air-condi- 
tioning heating plant and gas refrig- 
eration. 

The Republic Light Heat & Power 
Corporation rates in Kenmore are as 
follows: 

Ist 600 cu. ft. 
Next 2400 cu. ft. 


Next 2000 cu. ft. 
All over 


$1.10 
.90 per m. cu. ft. 
.50 per m. cu. ft. 
45 per m. cu. ft. 
On the basis of these rates, Mr. 
McLaren furnished an estimate on 
gas heating data for the house, based 
on the average local temperature and 
the gas was installed, in this home in 
1937, and then a record was kept by 
the realty company on costs as a 
guide for its future building opera- 
tions. How economical Mr. Mc- 
Laren proved that gas would be and 
how much less than estimated the 
actual cost of the fuel worked out, 
is shown by the following table com- 
piled by the realty company which is 
used as a sales argument in the sale 
of its houses built since 157 South- 
wood and another house at 167 
Southwood ave., assumed final form 
and occupancy : 





<3 N< 
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Gas Heating Data 


Estimate 

Based on 

Average 
Month Local Temp. 
October $ 6.80 
November 10.67 
December 13.72 
January 18.16 
February 16.70 
March oe 
April ¢ 
ae 4.85 
Eight Months 
Taal $95.15 


157 167 
Southwood Southwood 
Avenue—No Avenue—With 
Storm Windows Storm Windows 
$ 5.84 $ 2.87 
9.51 8.05 
12.94 10.78 
17.81 9.87 
16.83 10.71 
14.65 8.40 
10.04 5.88 
5.10 2.10 
$92.72 $58.66 





This table was based on 5,000 cu. 
ft, allotted for domestic use. The 
equipment used was 110-42 Niagara 
Winter air- -conditioning unit, com- 
pletely automatic. The furnace ca- 
pacity was 65,025 BTU register ; 53,- 
+07 ‘BTU heating equipment and 
11,318 BTU over capacity. 

So successful did gas prove to be 
to the realtor and to those who pur- 

chased the 157 Southwood and subse- 
qual houses, that in opening another 
subdivision in the nearby Brighton- 
Eggert district, gas was specified. 
The Brighton-Eggert houses are 
those of a type which are selling for 
less than $5,000 which at the present 
time, because of reduced purchasing 
power and incomes, are proving very 


popular. Of course one of the 
strong considerations weighted by the 
purchaser in considering becoming 
a home owner, is the bill for heating, 
cooking and refrigeration. On these 
houses, Mr. McLaren estimates the 
gas bill will be as follows: 


(BTU loss estimated at 39,100) 


October $3.15 
November 4.95 
December 7.20 
January 8.55 
February 7.65 
March 6.75 
April 4.50 
May 2.25 





Total 8-mos. $45.00 


The success of such sales as these 
have far-reaching consequences, not 
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only in increasing the load of the gas 
companies as well as the sale of ap- 
pliances for the homes actually gas- 
equipped but for the advertising the 
realty companies give to gas in their 
sales campaigns. If a sale is not 
made with every prospect, the idea of 
gas for home use is firmly planted in 
the prospect’s mind with definite 
facts and figures which may lead to 
independent sales if he decides to 
build his own home or’ re-equip his 
old home with newer and better gas 
appliances. In the literature of the 
Paramount Park development, for 
instance, the Wallace company gives 
the following data in its prospectus 
as to heating data: 


Heating Estimate: $95.15 Gas Co., esti- 
mate for 8-months 
—no storm win- 


dows 
66.60—30% saving 
with storm win- 
dows 


Heating actual: $92.72 no storm win- 
dows—winter 1937- 
1938 

62.66 with storm 
windows — winter 
1937-38 


Twenty-four houses have been 
built in the Paramount Park sub- 
division which have gas-air condi- 
tioning equipment. 











HAYS FLAT HEAD 
BLACK IRON BODY 
BRASS PLUG STOPS 


MADE IN 4 SIZES 
I”, 144", 14" x1", Wy" 
Consult us for other sizes. 


Hays now provides a threadless method of hooking-up service pipe. Elimination of 


threaded pipe ends adds 40% to the strength of pipe in the joint. 
feature is the ease of assembly under any conditions. 
but floats in the joint to permit flexing due to vibration or ground pressure. 


An outstanding 
The pipe is in constant seal 
Large 


pack surface of gasket assures tight connection even with corroded or deflected pipe. 


Write for data. 


HAYS MFG. CO., ERIE, PA. 


Huge Tax Bill of Pacific Gas and 
Electric Company 


The sum levied in taxes against the 
Pacific Gas and Electric Company by the 
federal government, the State of Cali- 
fornia and the 47 counties and 159 mu- 
nicipalities in which it operates totals 
$18,016,000 for one year. That means 
about $49,359 every day, $2,057 every hour 
of every day. 


As usual there has been another sub- 
stantial increase in P. G. and E. taxes. 
The total is $935,000 greater than last 
year’s figure of $17,081,000—a jump of 
5.47 per cent. It amounts to 16.8 per cent 
of the gross operating revenue for the 
entire year, as compared with 108 per 
cent in 1930, 7.4 per cent in 1920, 2.7 
per cent in 1910. 


and_ franchise 
cities and 


Property taxes 
levied by counties, 


total $9,255,000. 


State taxes aggregate $2,006,000, in- 
cluding unemployment fund taxes, cor- 
poration franchise taxes, sales taxes and 
motor vehicle taxes. 


taxes 
districts 


Federal taxes—income taxes on 1939 
earnings, a tax on sales of electricity, 
taxes under the Social Security Act, 


taxes on stock and others—total $6,755,- 
000. 


The P. G. and E. remains the largest 
taxpayer in California—a record it has 
held for many years. 


P. G. and E. Prooress 
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N REYNOLDS Builds a Regulator for every type of 
Gas Control Installation. Proved by records of per- 
formance in actual operation, or by records of factory tests 
on new developments, every REYNOLDS unit—whether 
for high pressure or low—is a proved product. 


Long life, efficient operation, accurate regulation, reason- 


able cost, low upkeep—these are the vitally important 
inherent features built into REYNOLDS Gas Regulators 
through nearly 50 years of experience in developing, 


designing, building and testing Gas Control equipment. 


‘REYNOLDS 
PRODUCTS 


High Pressure Service House Reg- 
ulators: Straight Lever Type— 
Models 10-20 Series. Toggle 
Lever Type—Model 30 Series 

Low Pressure Service or Appliance 
Regulators 

District Station Regulators, Single 
or Double Valve. Auxiliary 
Bowl and Automatic Loading 
Device Optional 

High Pressure Line Regulators 
Pilot Loaded—Pilot Controlled 

Toggle Type Regulators. Single 

alve, Double Valve, Triple 
Outlet 

Seals: Dead Weight or Mercury 

Relief Valves: High or Low 
Pressure 

Back Pressure Valves. Automatic 
Quick-Closing Anti-Vacuum 
Valves 

Automatic Shut-off Valves 

Lever Operated Valves 

Louver Operated Device 

Atmospheric Regulators 

Vacuum Regulators 





ec 





For full cooperation of 
our Engineering Depart- 
ment, write our Factory, 
Branch Offices or Repre- 


sentatives. 


BRANCH OFFICES 


422 Dwight Building 
Kansas City, Missouri 
2nd Unit 

Santa Fe Building 
Dallas, Texas 


REPRESENTATIVES 


Eastern Appliance Company 
Boston, Massachusetts 

Wm. A. Ehlers 

No. 268 Park Street 

Upper Montclair, N. J. 


> Be—_S) 


REYNOLDS GAS REGULATOR COMPANY 
* ANDERSON, INDIANA, U.S. A. 


7 ee On, Ay a a Oe 2 


SINCE 


1892 
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ACTIVATED” 


LAVINO ACTIVATED OXIDE 


Supplied in unmixed form . . . ready for mix- 
ing with your own carrier . . . LAVINO 
“ACTIVATED” OXIDE is readily adaptable to 
the needs of your plant, whatever its size or 
requirements. 


Not merely a ‘‘satisfactory” purifying medium 
by virtue of incidental properties, it is a ma- 
terial made specifically for maximum H.S 
removal. As such, its practical capacity and 
activity are controlled factors. And, it offers 
maximum activity for trace removal and maxi- 
mum shock resistance. 


Composed of 65% (guaranteed minimum) to 
70% Fe.O. as received; approximately 10% 
moisture. 


LAVINO ACTIVATED SLURRY 
A new development in purifying materials, is 
shipped in steel drums . . . ready, with the addi- 
tion of a small amount of water, to mix with 
any type carrier. Is used successfully also as 
a Catalyst in liquid purification. 


Contains 50% (guaranteed minimum) to 55% 
Fe.0.; 25% to 30% moisture. 
LAVINO ACTIVATED SPONGE 


is furnished ready mixed, carefully coated on 
large, tough, specially selected hardwood shav- 
ings. 

Treated to prevent the growth of fungi. 


E. j. LAVINO and COMPANY 
1528 Walnut St., Philadelphia, Pa. 
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The Gas Mart 


National Manufacturers’ Exhibits 


HE GAS MART, which 1s 

; poe red by the five gas co 
panies of Long Island, N. 

performs the major function of 


nging the produ 
of manufacturers to the ultimate co1 


tribution in_ bri 


sumers and simplifies dealer-manu 
facturer-utility cooperation in Lor 
Island’s four counties—Kings 
Queens, Nassau and Suffolk 

The Gas Mart is devoted e: 
sively to continuous showing 
the latest modern gas appliances. Its 
purpose is to utilize all the factors 
distribution in order to give the pub 
lic improved and more economica 
service. The Gas Mart will furnish 
the means of closer cooperation 
among the gas utilities, the manu 
facturers and the dealers with respect 
to advertising, financing, dealer re 
lations and sales campaigns. It wil 
become a central hub from which al 
activities may emanate, utilizing the 
full power of the Gas Industry in 
this area to present to the public i 
united effort. 

The five utilities cooperating in 
sponsoring this program are_ tht 
Brooklyn Union Gas Company, the 
Brooklyn Borough Gas Company, the 
Kings County Lighting Company, the 
Long Island Lighting Company and 
the Queens Borough Gas & Electric 
Company. The area served by thes« 
five companies is regarded as Amer 
ica’s most popular home center 

The Gas Mart displays the rep 
resentative lines of the products o! 
the twenty-three leading appliance 
manufacturers: American Bosch 
Corp., American Radiator & Stand 
ard Sanitary Corp., American Stove 
Co., Bryant Heater Co., Burnham 
Boiler Corp., Cleveland Heater Co., 
Cribben & Sexton Co., Terminix In 
sulation Co., Estate Stove Co., Gen 
eral Electric Co., General Gas Light 
Co., Handley Brown Corp., Holland 
Furnace Co., John Wood Mfg. | 
Lennox Furnace Co., Roberts Gor 
don Appliance Corp., Roberts & 
Mander Stove Co., Geo. D. Roper 
Corp., Ruud Mfg. Co., Servel, In 


] 


Surface Combustion Corp.. Tappan 
Stove Company and the Whitehead 
Metal Products Co. 

The Gas Mart is served by an In 
formation Bureau well staffed with 


a capable personnel. The Bureau wil 


have on hand at all times complete 


information with regard to equip 


4 


By 
G. F. B. Owens 


t. Vice Pres 


The Brooklyn Union Gas. C 


ent, prices, financing and dealer a1 


ements tor both the customer 


In the same building which houses 


the Mart there is also an auditorium 


le for public use as well as 


for educational and sales meetings 


dealers and salesmen. This au 
litorium provides the manufacturers 
ith an easy means of holding pre 
iews of their new equipment for 
ility and dealer groups. 
\djacent to the building is an en 
losed parking space for automobiles 


j 
] 


ind tru ks for the convenience o! 


the dealers and the public. At night 
his parking space will be flood 
lighted by gas, demonstrating the 
feasibility of gas for outdoor light 


[he Mart’s central location on 
long Island is one of its desirable 
*haracteristics Located in the 
Brooklyn Union Gas Company build 
ing at 2950 Atlantic Avenue, which 
is near the Brooklyn and Queens 
boundary line, The Gas Mart is 
easily reached from any point in the 
four counties. An indication of the 
itral location is evident from the 

hat one may go from Hemp 
stead, Nassau County, to The Gas 
Mart in twenty minutes. This cen 
location is important to the man 
ufacturer from the standpoint of 

oving his equipment in and out of 


Mart and to the dealer because 


ers to the Mart for an inspection of 
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he is easily able to take his custom 





an extensive line of gas appliances. 
The central location also makes it 
convenient for holding meetings of 
dealers and sales people. Thus The 
(gas Mart can well serve as a dis 
tribution center tor gas appliance 
nerchandising activities on Long 
Island. 

The Gas Mart’s display of mod 
ern gas appliances is most compre 
hensive in quantity, quality and va 
riety. This display of the represen 
tative lines of the products of 
twenty-three manufacturers is advan- 
tageous to the manufacturers, the gas 
utilities, the dealers and the public 
It allows every manufacturer to place 
his product before the public and 
more than two thousand listed deal 
ers. It enables the gas companies to 
| 





~ 


rroaden their ras apphance lines 





without additional expense in order 
that they may more accurately serve i 
their customers’ needs. The Mart 
gives the local dealer a better oppor- 
tunity to sell his products because he 
has been given a complete showroom 
for his own use, together with other 
advantages offered by the utilities to 
the dealers. It complements his own 
local display and ties him in as a defi- 
nite part of a broad activity. The 
dealer’s big job now becomes lo 
cating the prospect, taking him to 
the Mart and turning the prospect 
into a sale 

The effect of The Gas Mart on the 
public should be a beneficial one to 
all the agencies cooperating to make 
it yr this Mart demon 
strates the manner in which the Gas 
Industry is prepared to serve the 
public. It shows Mrs. Homemaker 


a success, I 


| 
| 
| 
| 
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a variety ot modern automatic gas 
appliances which will serve her needs 
for cooking, refrigeration, water 
heating and house heating. It will 
also be of interest to managers and 
owners of stores and factories, as 
commercial heating equipment wil] 
be on display. The effect will be a 
continuous one in view of the fact 
that the Gas Mart will be a perma- 
nent display. Its ultimate aim is to 
have the prospect for the ‘Four Big 
Jobs” visit The Gas Mart before 
making a decision to buy. 
Previously each of the utilities 
could deal only with a few manu- 
facturers and select a portion of their 
lines for display and sale. The han- 
dicaps of the manufacturers in the 
past, because various physical limita- 
tions prevented handling more lines, 
and lack of direct connection with 
the utilities can be realized readily. 
This situation is now remedied 
through The Gas Mart because rep- 
resentative lines of all participating 
manufacturers are on display. The 
manufacturers will now be in a po- 
sition to promote their products ag- 
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gressively throughout Long Island on 
an equal cooperating basis. 


The gas utilities will advertise The 
Gas Mart through their standard me- 
diums. They will be able to promote 
the Mart by means of bill enclosures, 
broadsides, newspaper advertising, 
truck signs, window and floor dis- 
plays. A cooperative newspaper ad- 
vertising program, using the Mart as 
a central theme, is being planned to 
advertise the “Four Big Jobs” to the 
residents of Long Island. Support- 
ing the efforts of the utilities will be 
the promotion of the manufacturers 
and the dealers tying in with the gen- 
eral campaign. Following up their 
determination to present a united ef- 
fort both in appeal to the public and 
in competition with others, the gas 
utilities will strive for similarity in 
merchandising, dealer and financing 
methods. With the completion of 
these plans, gas appliance merchan- 
dising will be on a sounder basis 
and take a more definite place in the 
minds of the public 


We believe that with the introduc- 


tion of The Gas Mart as the gas ap- 
pliance distribution center of Long 
Island, we have taken a forward step 
in merchandising. We have facili- 
tated distribution of the products of 
manufacturers to ultimate consumers, 
We have given a large number of 
manufacturers the opportunity to 
place their products before Long 
Island’s 4,500,000 residents. We 
have given dealers the opportunity 
to have a comprehensive display as 
an aid to their sales efforts. We have 
started to impress definitely upon the 
public the = satisfactory manner in 
which gas appliances and gas fuel 
meet Mrs. Consumer’s needs in cook- 
ing, refrigeration, water heating and 
house heating. We have rounded out 
dealer - manufacturer-utility coopera- 
tion. 

We have, in brief, effected a co- 
operative effort for the gas industry. 
With the real cooperation anticipated 
this united effort will make a favor- 
able impression on the public and 
bring profitable results to manufac- 
turers, gas utilities and dealers. 





“Appliance Cost Sharing Plan” 
Works Well in Wisconsin 


COST SHARING plan is 

helping to increase the sales 

velume of gas appliances in 
southeastern Wisconsin for the Wis- 
consin Gas & Electric Company, 
headquartering in Racine, and oper- 
ating in some fifteen well populated 
communities. 

The new plan was put into effect 
in May, 1938. It entitles customers 
purchasing gas appliances to a “‘con- 
tribution” when additional gas is 
used by the new appliance. In op- 
eration the cost sharing plan works 
as follows: 

Having bought a gas appliance, the 
customer or selling dealer fills out a 
form and the gas company mails a 
chart showing the amount of gas 
used by the customer in each of the 
twelve months prior to the purchase 
date of the new appliance. This base 
chart serves as a basis for figuring 
the “contribution” to the customer, 
that is, if, during the next 36 months 
the customer uses more gas in any 
given month than in the correspond- 
ing month shown on the base chart, 
he will be entitled to a contribution 
according to the schedule. 

A base consumption of 1000 cubic 


By 
John E. Hubel 


Nashotah, Wisconsin 


feet of gas per month is used for any 
base month in which no data of act- 
ual consumption is available. In no 
case, however, is the total amount of 
the contribution allowed to exceed 
the installed cost of the appliance. 
Contributions are figured as follows, 
to take a typical case: 
The contribution will be 50 cents 
per 1000 cu. ft. of increase when the 
total consumption of gas is 3000 cu. 
ft. or less. The contribution for the 
additional increase over 3000 cu. ft. 
total use will be 20 cents per 1000 
cu. ft. up to a total consumption of 
200.000 cu. ft 

This is not as complicated as it 
may sound to the customer. For ex- 
ample, suppose that a new water 
heater is bought from this gas com- 
pany on June Ist, which increases 
the customer’s gas consumption for 
the month of June. This would be 
figured 


The current June bill shows 


6. SE errr 3000 cu ft 
The bill for June of last year 

NIN atc eae tae ae 1000 cu ft 

A total increase of 2000 cu ft 


Since the bill for the first month 
after purchase of a gas fired auto- 
matic water heater shows a total con- 
sumption of not over 3000 cu. ft. of 
gas, the entire increase is figured at 
50 cents per 1000 cu. ft. The cus- 
tomer receives a check or credit on 
his merchandise installment account 
for $1.00, being 50 cents per 1000 
cu. ft. for the 2000 cu. ft. increase 
noted above. 

The following month after pur- 
chase of the heater, suppose the gas 
consumption shows 4000 cu. ft. for 
the month. If the customer used only 
2000 cu. ft. of gas in the same month 
of the previous year, he is entitled 
to a credit based on an increase of 
2000 cu. ft., figured as follows: 


1000 cu ft of increase at 50 cents 


SOND NUR ik Sep deinins Ab wire ebhenesind .50 
1000 cu ft of increase at 20 cents 

SE FOOE: si cenckedew adn ctr: Aacarkt eee 

cio: | re ee 


This has worked out so well, that 
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more and users are pur 
chasing appliances in order to get the 
contribution from this gas company 
During the first year in which the 
cost sharing plan was tried, the com 
pany reports as follows: 
1080 customers benefited to 
extent of $6000. 
289 customers benefited by 
hot water heaters. 
684 customers benefited by 


more 


gas 


the 
buying 


buying 

gas ranges. 

107 customers purchased gas home 
heating equipment, gas refriger 
ators 


and miscellaneous g% 
pliances. 

As 1s the aim of most gas and ele 
tric companies, the Wisconsin Gas 
& Electric Company tries to sell the 
tvpes of appliances that will best suit 
the needs of the family and will be 
most economical for them to 
either gas or electricity. This utility 
serves approximately 51,000 gas 
users and 66,000 electric customers in 
southeastern Wisconsin. 


is ap 
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Sixty-Three Years in 
The Gas Business 


William McKenzie of 

Kansas City Started His 
Career in 1876 

Wilham H. 

sixtv-three 

of life in 

three vears 


McKenzie has spen 
of his sey enty-seven years 
the gas 
in helping to make the 
billion dollar indust1 
what it is today in service to human 
kind. 


Everyone who knows or who has 


business—sixt1 


several 


gas 


heard of Mr. McKenzie, general 
manager of the Wyandotte County 
Gas Company with offices in Kan 
sas City, Kansas, refers to him as 
“Mr. Mac.” He’s known through 


out the gas industry and wherever 
there’s a meeting of 
name is almost certain to arise. To 
day the dean of Cities Service e1 
ployees is still active 


gas men his 
{ 


as head of 1 
largest gas company in Kansas 
is, he’s active in business when he’s 
not in Minnesota pulling underwater 
steaks out of one of the 10.000 lakes 
with the rod and reel presented him 
on his fiftieth anniversary with th 
Wvandotte County Gas Company 
Mr. McKenzie started in the gas 
business in November, 1876, as a boy 
of fourteen. He was at that time in 
the Ohio State Sailors’ Orphans 
Home where he managed the plant 
used by that institution for the manu 
; A 750-foot 
gas holder supplied the institution 
\t this early period one-half of each 


facture of artificial gas. 


Gas J muri 


running the gas 
half he spent attend 
\ few vears later he was 
State ot Ohio to Op 
erate the plant at the orphanage. 
While 


cle voted LO 


day ‘Was 
pliant; the other 


1 } 
ng SCnoo 


( mployed by Lilie 


attending his first gas 


con 


ference in Cincinnati, Mr. McKenzi 
vas ottered position as general 
oreman of the gas company at bur 
ngton, lowa Phe Burlington Gas 
Company at that time was privately 


taken by 
the United Gas Improvement Com 
In May, 1886, while still con 
nected with the United Gas Improve 
‘Mr. Mac” 
Kansas, as general 

\t that time this or 
had only 350 
has 25,000. 


owned but was later over 


pany 


nent Company, Was seni 
to Kansas City, 
superintendent 


ganization customers 


:oday it 





W.H. McKenzie 


the was in 


During first year he 
Kansas City, Kansas, gas was used 
only for lighting purposes. It was 
Mr. McKenzie who conceived the 
idea of selling gas “cook stoves” as 
they were then known. 

In 1897 he was transferred to 
Sioux Falls, S. D., as general man- 
iger of the gas plant there, but only 


in that city until 1905 when 


Tell ained 
transferred back to 


ne Was 


Kansas 


Citv, Kansas, as manager of the com 
pan It was in that year that the 

ty first obtained its natural gas 
supply 


the 
y began 
the manager was con- 


when 
Kansas City 


\ few vears later gas 
felds supplying 
to be depleted, 
mted with a serious operating 
trving to supply the town 
vith gas. This condition, however, 
cctified in 1920 when the Do- 

herty took over the pipe 
line company supplying Kansas City, 
Kansas, with natural the 


problem in 


interests 


from 


gas 


Kansas Natural Gas Company. Since 
hat time the “bugaboo” of an in- 
dequate supplv of natural gas has 


} 


een a thing of the past 


Mr. McKenzie was one of the 


29 


founders of the old Natural Gas As- 
sociation of America, organized in 


1907. 


Three years later he served as presi 


Kansas City, Missouri, in 


dent of the association. \s one of 
the four charter members of the 
Natural Gas division ot the Amer- 
ican Gas Association now living, 
‘Mr. Mac” was one of the honored 


euests when the Natural Gas division 
met in Tulsa, Oklahoma, last May. 
Three years ago when the general 
manager celebrated his golden anni- 
versary with the Wyandotte Gas 
Company he was guest of honor at 
a banquet at which were executives 
companies throughout the 
United States. At that time he was 
presented the rod and reel, pre\ iously 
referred to and which has now seen 
much service; a plaque on which his 
service to the gas industry was in- 
scribed, and a handsome watch. 


OT gas 





Sprague Meter Co. Adopts 
Retirement Plan for Employees 

I I Fairchild, President of The 
Sprague Meter Company, today announced 
the adoption of a retirement plan to sup- 
plement the Federal Old Age 
Sprague The plan was made 
December 31, 1939, and is 


benefits for 
en plovees 
etiective as ot 
guaranteed under an annuity contract with 
the Equitable Lite Society of 
the United States 


The plan is on a co 


Assurance 


basis with 
company 


operative 
the employees and_ the contrib- 


uting toward the 


purchase of annuity in- 


comes to begin at age 65 


Participating 
employees will contribute 2% of monthly 
salary and to each dollar contributed by 
will add $1.50. 
has paid $200,- 
based upon the 
present salary and the number of years of 


Service 


the employee the company 
In addition, the company 
OCO to purchase annuities 
spent in the company’s employ in 
the past in order that the older employees 
may with an 
that 


the plan been in force 


retire income equivalent to 
been received had 
since the 


The total 


which would have 


beginning 


of their employment benefits, 


when combined with the Federal Bene- 
fits, will provide an income of 50% to 
75% of earnings for most of the em- 
ployees 

Employees who die or leave service 
before retirement will receive the return 
of their contributions with 24% com 
pound interest Those who leave after 
ten years of service with the company 
if they have reached age 45 may take 
with them the paid-up annuity purchased 
by their own and the company’s contribu- 
tions 

In arranging their plan, the company 


used as consultant Earl B. Roberts, C 
District Manager of the Equitable 
Life in Bridgeport 

In announcing the plan, Mr. Fairchild 
said: “The Directors of the Sprague Me- 
ter Company adopted this plan in recogni- 
tion of the 
b: our emplovees in the past and to pro 


vide 


many years of faithful service 


for greater security for our 


em- 


ployees in the future 














Back Pressure Valve 


Several newly developed back- 
pressure valves are announced by 
ihe Connelly Iron Sponge & Gover- 
nor Co. in their new bulletin N 
301-B-2. 

The Type HR Back 
Valve features a unique sig 
that permits cleaning by simply re- 
moving a cap and withdrawing 
the working parts without 
ing the pipe line. Thus, a servicing 
problem has been greatly simp! 
fied. Made in a wide range 











Type HR Valve 


sizes and specifications, it is said 
to be a most unusual and conveni- 
ent contribution to the field. 

Another Connelly designed 
counter-balanced Back Pressure 
Valve is known as Type HV and 
features extreme sensitivity and 
perfect balance for vertical m t 
ing. It is claimed to be so finely 
balanced that in operation the 
movable disc, sensitive to a breath, 
opens and closes positively with 
the slightest back flow. 

These and other back-pressure 
valves are shown in this new bul- 
letin, a copy of which may be had 








magazine or by writing direct t 
the Connelly Iron Sponge & Gover- 
nor Co., 3154 So. California Ave., 
Chicago, Ill. 


New Skinner Leak Clamp 


M. B. Skinner Co., 3502 West 
Sample Street, South Bend, Indi- 
ana, announce their improved 


Skinner-Seal Collar Leak Clamp. 
Retaining 


the ‘Sealed Gasket 





Skinner-Seal Leak Clamp 
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New Equipment 


chfeger Trench Hoe 


‘h Hoe, this machi 
rted int 1 shov 
shell, crane, skimn 


Iriver. 
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New Pipe Cleaner 


The Pittsburgh Pipe Cleaner Com- 
pany, 202 Oliver Building, Pitts 


burgh, Pa., has developed a new 


ype of cutting tool to fit on the ro- 
its “A” model elec- 


% 


I 
t 

tating cable of 
trl Cleanin 


ically driven Pipe : 
chine. Using the new cutter, it is 


w possible to open and clean oi 
| 1] 





Pipe Cleaning Machine 


inch in diameter, passing 
through 90 degree ells in eithe 
direction in tees. 

The “A” Machine, shown in the 
accompanying illustration, is the 
smaller of two models offered. It 
weighs 45 pounds and has an over- 
all length of 17% inches. The ope 
tion consists in fitting requi 
length t 
to the pipe and rotating the cable 
by machine at 1100 R.P.M., and 
feeding more into the line by hand, 
until obstruction is cleared. 

The cleaners are also used for in- 
dustrial purposes such as: super- 
heat tubes, heating coils, cool 
coils, etc., 
waste lines. 


one-half 





as well as dor 
Literature on requ 


Power Operated Scoop 
The Elwell-Parker Electric Con 


pany of Cleveland has developed 
ihe power operated scoop mounted 


on an industrial truck here 

1ted. It is said to be one c 
rst units of its kind in which 
rate motor power is applied t 
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Here’s a good tip 
for any Retort, By-Product 

or Water Gas plant operator. Which 
do you want? A higher, richer yield of 
gas? A maximum amount of salable coke, 
dense and firm in structure? Or something 
between the two, for production balance. 
Any way you want it, there’s a Champion 
Coal just right for the job. © Begin pro- 
ducing on Champion—and see the differ. 
ence for yourself! 


PITTSBURGH COAL COMPANY 
General Offices: Oliver Building, PITTSBURGH, PA. 
Cleveland, Ohio Sault Ste. Marie, Mich. Buffalo, N. Y. Utica, N. Y. 


New York City Philadelphia, Pa. Youngstown, Ohio 
PITTSBURGH COAL CO., LTD., London, Ont.; Hamilton, Ont.; Toronto, Ont.:; 
« Windsor, Ont. 
PITTSBURGH COAL CO. of Wisconsin, Duluth, Superior, Minneapolis, St. Paul 
MILWAUKEE-WESTERN FUEL COMPANY, Milwaukee, Wisconsin 
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HERE'S 


WI AGAINST 
BACK FLOW 





ONNELLY Back Pressure Valves have 

proven their worth as a safety de- 
vice on the lines and services of leading 
gas companies for over 25 years. Now, 
with the addition of several new Super- 
Sensitive types, Connelly is able to pro- 
vide p»sitive protection against dangerous 
back flow of air, gas or liquids for every 
conceivable type of installation. 


Light in weight—low in friction—sensitive 
to a breath of air—and made in a wide 
variety of types, sizes and materials to 
meet the needs of the industry. 


YOU'LL WANT THIS 
BULLETIN 


Just off the press—contains complete de- 
scriptions and specifications of the Con- 
nelly line of Back Pressure valves. If you 
haven’t received your copy. write for it— 


TODAY. 


Connelly Back Pressure Valves 
Improve Your Safety Factor 











IRON SPONGE & 
GOVERNOR CO. 


CHICACO. ILL. —ELIZABETH WN J 


CONNELL 














FULTON 


Lever Safety Valve 


e 
Will Blow When Allowable 
Pressure Limit is Reached 


On the Fulton lever-type safety valve here shown, 
any pressure limit between 10 pounds and 100 
pounds can be set and will not be exceeded. For 
relieving at lower pressures, a C-F deadweight safety 
valve is recommended. In any low-pressure distribu- 
tion system, such a safeguard between high-pressure 
and low-pressure regulators is very desirable. Ask 
for new C-F catalog covering all requirements of 
pressure control. 











Tee CHAPLIN-FULTON MFG.CO. 
28-40 PENN while Vo PITTSBURGH, PA. 
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A.G.A. Natural Gas Section 
and Distribution Conference 
to Meet in Houston, Tex. 


The Managing Committee of the Amer- 
ican Gas Association, Natural Gas Se 
tion, has announced that the Section’s 35tl 
annual convention will be held in Hous 
ton. Texas, May 6-10. 

This will be the first visit of this group 
to this thriving city located on a man 
created port connected with the Gulf ot 
Mexico. 

In conjunction with this meeting will be 
held the American Gas Association's 17tl 
annual Distribution Conference. Head 
quarters of both meetings will be the Rice 
Hotel. 

Because Houston is in a strategic loca 
tion with respect to the oil and gas fields 
of Texas and the Gulf Coast, it is ex- 
pected that there will be a much larger 
attendance at the Convention than ever 
before. 

Committee members have been doing a 
fine job in selecting subjects for presen 
tation at this meeting. Their wide aj 
plication to problems and new develop 
ments within the Natural Gas Industr 
promise an unusually vital Conventior 
We predict that the 1940 meeting will 
break another record in quality, variety 
and interest. 


Southern Gas Association 
Annual Convention 


The Southern Gas Association’s annual 
convention is to be held at Hot Springs, 
Ark., February 12-14, in conjunction with 
the Southern-Southwestern Sales Con- 
ference Sessions will be at the Hotel 
Arlington 

( H. Zachry, President of the Asso- 
ciation, has announced the appointment 
of the following Special Membership 
Committee, which will function up to the 
close of the convention: 

F. S. Kelly, Jr., Arkansas-Louisiana 
Gas Co., Shreveport, La.; C. P. Rather, 
Southern Natural Gas Co., Birmingham, 
\la.; C. B. Wilson, Arkansas Natural 
Gas Co., Little Rock, Ark.; E. J. Stern, 
Georgia Public Utilities Co., Atlanta, 
Ga.; H. G. D’Spain, Mississippi Public 
Service Co., Amory, Miss.; J. R. Cole, 
New Mexico Gas Co., Santa Fe, N. M.; 
J. H. Warden, Oklahoma Natural Gas 
Co., Tulsa, Okla.; A. J. Goss, Chat- 
tanooga Gas Co., Chattanooga, Tenn 

W. E. Derwent, George D. Roper Corp., 
Rockford, Ill, is chairman of the Mem- 
bership Committee. Carl Bailey, the gov- 
ernor of Arkansas, will speak on the 
opening day of the convention. His topic 
will be “Freight Rate Equalization for 
Southern States.” 





Committee Chairmen, Natural Gas Section, American Gas 
Association 


Left to right—George S. Young, M’chigan Gas Transmission Corp., Detroit, 
Chairman, Transmission Committee; Davis M. DeBard, Stone & Webster Serv- 
ice Corp., New York, N. Y., Chairman, Domestic Natural Gas Sales Committee; 
Franklin T. Rainey, The Ohio Fuel Gas Co., Columbus, O., Chairman, Industrial 
Natural Gas Sales Committee; J French Robinson, The Peoples Natural Gas 
Co., Pittsburgh, Pa., Chairman, Production Committee; C. H. Waring, Kansas 
City Gas Co., Kansas City, Mo., Chairman, A. G. A. Distribution Committee. 











CONVENTION CALENDAR 


12-13 


14-15 


18-19 


6-10 


6 10 


14-16 


18-25 


18-20 


February 

Pacific Coast Gas Associa- 
tion, Spring Sales Confer- 
ence, Los Angeles 

Southern Gas Association, 
Annual Convention, Hotel 
Arlington, Hot Springs, Ark. 
Vidwest Regional Gas Sales 
Conference, Palmer House, 
Chicago. 


March 
Wisconsin Utiltties Assn., 
Convention of Gas Section, 
Technical and Commercial 
Divisions, Pfister Hotel, Mil- 
waukee 
New England Gas Assocta- 
tion, Annual Convention, Ho- 
tel Statler, Boston. 
Oklahoma Utilities Assn., 
Annual Convention, Biltmore 
Hotel, Oklahoma City. 


April 
Midwest Gas Association, 
Annual Convention, Lincoln, 
Neb. 
Southwestern Gas Measure- 
ment Short Course. College 
of Engineering, University 
of Oklahoma, Norman, Okla. 
Missourt Association of Pub- 
lic Utthttes Annual Con- 
vention, Elms Hotel, Excel- 
sior Springs, Mo 
Gas Meters Assn. of Florida 
and South Georgia, Holly- 
wood Beach Hotel, Holly- 
wood, Fla 

May 
Amer. Gas Assn Natural 
Gas Section’s Annual Con- 
vention, Rice Hotel, Hous- 
ton, Texas 
Amer. Gas Assn Annual 
Distrib Conference, Rice 
Hotel, Houston, Texas. 
Penna. Gas Assn. 32nd An- 
nual Convention, Skytop, Pa 
International Petroleum E-x- 
position and Congress, Tulsa, 
Okla. 

July 
Canadian Gas Association. 
Annual Convention, Jasper 
Park Lodge, Alberta, Can- 
ada. Northwest Conference 
of Pacific Gas Association 
will hold joint sessions. 


September 
Pacific Coast Gas Assn. An- 
nual Convention, Hotel del 
( oronado, Calif. 
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Gas Meters Association of 
Florida and South Georgia 


The Gas Meters Association of Florida 
and South Georgia meet on April 21 
to 23rd at Hollywood Beach Hotel, Hol 
lywood, Florida. 

The General Program Committee 
Chairman is C. D. Littlefield, Peoples 
Water & Gas Co., Miami Beach, Florida, 
and the President of the Association is 
A. H. Bruning, Florida Public Service 
Co., Orlando, Florida. 

The tentative program starts on the 
2lst with an informal get-together at 3 
p-m. in the Bamboo Room followed by 
dancing on Sea Deck from 10 p.m. on 

On April 22nd, registration in main lob 
by from &:30 to 10 a.m., followed by 
general session called to order at 10 a.m. 
The speakers to include: Ralph Carney, 
Sales Manager, Coleman Lamp & Stove 
Co.; Carl Sorby, Sales Promotion Man 
ager, Roper Manufacturing Co. Lunch 
eon at 12:30 p.m. with speaker: Me 
Gregor Smith, President, Florida Power 
& Light Company. Separate sessions for 
Residential, Commercial and Technical 
Sections from 2:30 to 5 p.m.; banquet, 
floor show and dance at 7:30 p. m. 

On the 23rd, general session until 12:30 
p.m. with speakers to include: Miss Jes- 
sie McQueen, Home Service Director, 
American Gas Association; R. J. Caniff, 
Sales Promotion Manager-Urban, Servel 
Incorporated; T. J. Strickland, Vice-Pres 
ident & General Manager, Kansas City 
Gas Company. Home Service Luncheon 
at 12:30 with speakers: Jessie McQueen 
and Jane Wagner, Home Service Director, 
Servel Inc. Separate Sessions for Resi 
dential, Commercial and Technical Sec 
tions from 2:30 p.m. to 5 p.m. 

Special program for wives of members 
attending, under supervision of the 
Ladies Committee, Mrs. A. H. Bruning, 
Chairman Program to include swim 
ming, beach-breakfasts, luncheons, beacl 
sports, sightseeing tours, style show, golf 
attendance at Home Service Luncheon 


W. Alton Jones Elected 
Head of Cities Service 


W. Alton Jones, former first vice presi 
dent and a director of Cities Service Com 
pany was elected president of that com 
pany early in January to succeed the late 
Henry L. Doherty, president and founde: 
of the organization, who died December 
26th. 

Mr. Jones started with the organiza 
tion at Webb City in 1912 as a cashier 
with the old Webb City and Carterville 
Gas Company, which later became The 
Gas Service Company. 

In 1922 Mr. Jones was elected a mem 
ber of the board of directors of the Cities 
Service Company following Mr. Frank 
Frueauff’s death. Mr. Doherty made hin 
chairman of the executive committee of 
Henry L. Doherty & Company in 1925 
In 1927 he was elected first vice president 
of the Cities Service Company 

Mr. Jones, in addition to being an au 
thority on public utility problems, is 
considered one of the best posted men 
in the country on industrial research and 
economics. 
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Industrial Gas Sales Conference 


of A.G.A, 
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James F. Donnelly, sales manager of 
the Bastian-Morley Co., of LaPorte, 
Ind., has accepted the chairmanship 
of the sales promotion committee of 
the Gas Water Heater Division of the 
Association of Gas Appliance and 
Equipment Manufacturers, which will 
plan nationwide sales promotion in 
behalf of automatic gas water heaters 
during 194( The appointment was 
announced by Frank H. Adams, presi- 
dent of the Association 


Oklahoma Utilities Association 


Officers for 1940 


President: Frank B. Long, Vice-Pres 
ident, Oklahoma Natural Gas Company, 
Tulsa, Oklahoma. 

First Vice-President: R. K. Lane, Pres- 
ident, Public Service Company of Okla- 
homa, Tulsa, Oklahoma 

Second Vice-President: W. L. Wood- 
ward, President, Zenith Gas System, In 
\lva, Oklahoma. 

Treasurer: W. R. Emerson, Vice-Pres 
ident and Treasurer, Oklahoma Gas an 
Electric Company, Oklahoma City, Okla- 
homa 

Secretary: Kate A. Niblack, Oklahoma 
Utilities Association, Oklahoma _ City, 
Oklahoma 

At the Executive Board meeting held 
in December in Tulsa it was decided to 
hold the 1940 Annual Convention in Ok- 
lahoma City at the Biltmore Hotel, 
March 18 and 19. 


Luzerne County Gas & Elec. 
Elects Van Horn President 


The retirement of A. J. Llewellyn as 
president and the election of R. R. Van 
Horn to the position, was announced by 
the Luzerne County Gas & Electric Cor- 
poration, effective December 31st 

R. R. Van Horn, who now becomes 
president, has been a vice-president since 
January, 1929. He has been associated 
with the public utility business in Wyo- 
ming Valley for more than 35 years, first 
entering the employ of the Luzerne Coun- 
ty Gas & Electric Corporation on July 
1, 1908, after a few vears spent inde- 
pendently in the utility field. 

Mr. Llewellyn’s retirement comes after 
39 years of service to the Luzerne Com- 
pany, covering practically his entire busi 
ness life. 

His history with the Luzerne Company 
is that of the local boy who rose to 
the presidency through ability, grit and 
determination. Reading meters was his 
first job, and then in succession, he passed 
through almost every job in the com- 
pany. Collector, bookkeeper, solicitor, arc 
lamp trimmer, lineman, superintendent, 
manager, vice president, and finally, on 
\pril 23, 1928, he was elected to the presi- 
dency. 





National sales promotion of automatic gas water heaters during 1940 was the 
principal topic of discussion during the meeting of the Gas Water Heater Division 
»f the Association of Gas Appliance and Equipment Manufacturers (shown above) 
held in the Brown-Palace Hotel, Defver, Colo., on December 1 3th. 

L. R. Mendelson, president of the Hotstream Heater Co., Cleveland, is chairman 


f the Div ision 
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H. P. Liversidge Becomes 
Director of U. G. IL. Co. 








Craig Appointed Chairman 


Gas Rate Committee 
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Campaign Sponsorship 
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Analysis of Trends Prepared 
by A.G.A. Refrigeration 
Committee 


An analysis of trends in gas refrigera 
tion entitled “Profits for Tomorrow” 
has been issued in book form by th 
American Gas Association Kefrigeration 
Committee. The 24-page booklet is a 
factual presentation for gas company 
executives to assist them in setting up 


their 1940 refrigeration sales plans. The 


material presented covers trends over the 
past twelve years. 

The book clearly proves the desirability 
of a continuous year-round selling cam 
paign for gas refrigeration. To drama 
tize the Committee’s analyses, ten pages 
of charts each accompanied by an ex 
planatory page are included. Gross and 
net revenue, daily and yearly gas con 
sumption, determining factors in refrigera 
tor purchaser’s preferences, the potential 
in the replacement market and a_ ten 
year prospectus for refrigerator sales are 
subjects of some of the graphs. 

The first chart shows the growth o 
annual revenue accrued to the gas in 
dustry by gas refrigeration which has 
grown to over $20,000,000 a year and is 
still mounting. It also states that in the 
period from 1927 to 1939 over $102,000, 
000 has been gained by the gas industry 
of the United States through the sal 
of gas refrigerators. 

Net revenue characteristics present even 
more interesting data to gas company 
executives. Charts show that the gas 
refrigerator is one of the most profitable 
appliances for dependable net revenue 
and compares most favorably with others 
of much greater gas consumption. It is 
also demonstrated that the gas refrigera 
tor consumption remains fairly constant 
and is not readily affected by changes in 
living habits. Its tendencies to peak come 
at a period when peaking is considered 
desirable. 

The desirability for a sustained twelve 
month selling activity is clearly indicated 
in the charts on consumer refrigerator 
preference. Surveys have shown that de 
termining factors in the new refrigerator 
market and the replacement market are 
those that only the gas refrigerator can 
offer—economy of operation, long life, 
minimum service trouble and quiet opera 
tion. 

Discussing the replacement market, the 
survey explains that right now there is 
a potential replacement market of 2,600,- 
000 automatic refrigerators in service 
eight years or more. The book states 
“the owners of these refrigerators repre- 
sent a market that both from its size 
and vulnerability is highly worth while 
os This tremendous opportunity is 
challenging the gas industry.” 

Surveys of the replacement market 
show that the replacement purchasers 
people who have bought or plan to buy 
their second refrigerator—prefer the gas 
refrigerator by a ratio of one out of 
every five. 

Comparing the gas refrigerator sales 
with the automobile business, it draws 
the obvious conclusion that through a 


sustained selling activity the sales curve 
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an be flattened. “The gas refrigerator,” 
e Committee states, “like the automo 
e, is a product designed for year-round 
St Hence, the experience of the auto- 
nobile industry is indicative of a trend 


rom seasonal to year-round purchasing 


may be achieved for gas refrigera 


The book also explains that while the 


new retrigerator market may be expect- 
d to decrease, the replacement market 
Ss growing yearly This ever-increasing 


lacement market will provide the gas 


D 
lustry an ever-present potential. 
Bernard T. Franck, chairman of the 
Committee, teels that with the sharp up- 


swing in new building, rapid growth of 
the replacement market for gas refrigera- 


tors and a general improvement in busi- 
ess conditions, 1940 offers greater op 
portunities for the development of gas 
refrigeration sales than ever before 








EXPLORATION 
CAMPAIGN 








Cover of the booklet containing the 
rules and other data for the first quarter 
campaign of the American Gas Association 
Refrigeration Committee, entitled ‘‘The 
Great Antarctic Exploration Campaign.” 


Ceremonies at New Pacific Coast 
Branch Laboratories To Be 


Held February 12-15th 


emorating the completion of the 


new Pacific Coast Branch Testing La- 


boratories of the American Gas Associa- 
tion at Los Angeles, Calif., opening cere- 
monies will be held on four consecutive 
lays, February 12th to 15th This oc- 
asion will occur simultaneously with the 
Spring Sales Conference of the Pacific 
oast Gas Association on February 12 and 
13tl An open invitation will therefore 
e extended to all West Coast dealers 


ttendi th 


s conference to make a tour 
inspection of the new building and its 


testing facilities. Similar invitations also 
vill be extended to all utility representa- 
es t sit the Laboratories on February 


and to all manufacturers on February 
ruary 9th is to be reserved for 
members of the press to make a prelim- 





1940 Sales Plans 
Portfolio Ready 


The American Gas Association Ketrig 
eration Committee has announced its 1940 
sales plans in a portfolio sent to the sey 
eral hundred gas utilities participating 
in this year’s sales campaign. With the 
theme “Life Begins in ’40 for Gas Re 
frigeration’”” as a touchstone, the port- 
folio outlines a year-round selling drive 
with the campaign divided into four quar- 
ters, the first beginning January 1, read 
an announcement from 3ernard = = T. 
Franck, chairman of the Committee, head- 
quarters of which are at 420 Lexington 
\venue, New York City. 

The Committee recently issued an 
analytical survey of the gas refrigeration 
market entitled “Profits for Tomorrow” 
which outlined the potentialities in the gas 
refrigeration market. The portfolio is a 


FOR GAS REFRIGERATION 


covert ane ascommesssricn oy = AG A u. - 


Cover of the portfolio, ‘‘Life Begins in 
’40 for Gas Refrigeration,’’ which contains 
the suggestions of the American Gas As- 
sociation Refrigeration Committee for a 
continuous year round sales drive for gas 
refrigeration. 


supplement to the booklet containing ad- 
ditional information and data as well as 
the recommendations of the Committee. 

The portfolio contains valuable selling 
information for the campaign and details 
regarding the rules of the various con- 
tests, and other ideas to assist the sales 
managers in planning their local cam- 
paigns. 

The first quarter drive, which closes 
March 3lst, is entitled “The Great Antarc- 
tic Exploration” and is aimed primarily 
at the replacement market. The first 
quarter theme is derived from the Third 
\ntarctic Exploration Expedition now on 
its way to the Antarctic under the aus- 
pices of the United States. 

“The plans proposed by the 1940 re- 
frigeration committee point the way to an 
aggressive all-year-round sales campaign 
that should put the gas refrigerator at 
the top of the market,” announced Mr. 
Franck. “We feel that the full co-opera- 
tion of the gas companies and gas appli- 
ance dealers will see the refrigerator 
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field dominated by gas refrigeration 

“It has been conclusively shown by 
surveys reported in the portfolio that the 
American public is all for the gas refrig 
erator. One out of every five families 
who replaced automatic refrigerators did 
so because of motor trouble, expensive 
operation or noise, and another twenty 
five percent said ‘worn out.’ Another sur 
vey lists several reasons for choosing 
Servel Electrolux, the gas refrigerator, the 
four most listed preferences being nois¢ 
less, cheaper to run, no moving parts and 
less mechanical trouble. 

“\We have established many cash awards 
for the salesmen, and trophies for the 
winning gas companies as a reward for 
their successful sales activities. We will 
announce the winning salesmen monthly, 
and the final winners, both salesmen and 
utilities, at the annual convention of the 
American Gas Association in October at 
Atlantic City.” 

\ feature of the campaign is_ the 
awarding of trophies to winning gas com 
panies which make the outstanding ac 
complishment in each division for the 
quarterly campaigns for the year. There 
is a new prize, “Annual Best Per 
formance Award,” for one company in 
each division which attains the best av 
erage performance in all the divisional 
classifications of competition. Cash and a 
trophy will be given. 

This year salesmen will receive cash 
awards based on their monthly efforts 
and each quarter campaign sales. In ad 
dition to this, cumulative bonuses will be 
distributed to the salesmen who carr 
on their sales endeavor continually and 
successfully. 

The bonus plan inaugurated this year 
is expected to stimulate salesmen to a 
continuous selling campaign. To qualify, 
a salesman needs to make four refrigera 
tor sales in January. Winners in Feb 
ruary who are eligible for a bonus will 
receive a bonus equal to 20 per cent of 
the February cash award. Winners in 
March will receive a bonus equal to 20 
per cent of their March cash award it 
they have qualified in either January o1 
February and 30 per cent if they hav 
qualified in both months. 


H. N. Ramsey Elected V. P. of 
Gas Exhibits, Inc. 


H. N. Ramsey, president of the Wels 
bach Company, of Gloucester City, N. J., 
was elected vice-president of Gas Ex 
hibits, Inc., at a meeting held in New 
York on Friday, January 12, it has beet 
announced by Hugh H. Cuthrell, presi 
dent of the organization. 

Mr. Ramsey is a director of the As 
sociation of Gas Appliance and Equip 
ment Manufacturers as well as chairmar 
of its general policy committee. In ad 
dition, he is president of the Barclay 
Corporation (managing the Barclay H 
tel), Philadelphia, and a director of the 
Mortgage Service Co., of Philadelphia 

Gas Exhibits, Inc., is a non-profit, co 
operative group of utility executives and 
manufacturers of the gas industry formed 
to plan and direct that industry’s partici 


pation in the New York World’s Fair. 


Gas Air Conditioning Unit 
Test Reveals Low Cost 


Cost experiments, with gas driven au 
conditioning systems, conducted jointly by 
Syracuse, N. Y., 
and the Dallas Gas Company show today 


Carrier Corporation 
that a refrigerating compressor of 7% 
tons capacity was operated for five months 
at a cost of $45 





The test was made from June to Oc 


tober, during the warmest season of the 
eal The Space air conditioned includes 
a large showroom and a business office 
In reporting on the tests, L. A. Bickel, 
secretary of the Dallas Gas Company, 
stated 

“We are pleased to furnish you with 
this information as it clearly indicates 
he economics of gas operated air condi 
t You will note that 


the cost of operating this plant is only a 


tioning equipmel 


fraction of that of an equivalent elec 
trically operated plant and brings the cost 

complete air conditioning within the 
reach of all.” 

The plant is fully automatic, being con 
trolled by a time clock which starts the 
engine in the morning and stops it at 
closing time In addition there is a 
Weathermaker unit with electrically driv 
en fans and an electrically operated evap 
orative condenser 


Laboratories’ Engineer Enters In- 
dustry; George Mintner Joins the 
Cleveland Heater Company 


\fter two and a half vears of serv 
ice with the American Gas Association 
Testing Laboratories, Mr. George Mint- 
ner resigned December 30, 1939, to be 
come associated with the engineering staff 
of The Cleveland Heater Company, Cleve 
land, Ohio. 

Mr. Mintner has served in a number of 
he Cleveland Laboratories 
Starting in the Research Department he 


capacities in t 


__ 


4 


issisted in several approval requirements 
investigations, including development ot 
hydrostatic pressure tests for gas wate 
heater tanks and determination of equit 
able appliance performance tests on bu 
tane gas. He was then transferred to the 
Testing Department where he became 
thoroughly familiar with the testing o! 
various types of appliances and acces 
sories submitted for certification. Pro 
motion to the Inspection Department fol 
lowed early in 1939 During the past 
vear he has gained wide acquaintance with 
gas appliance manufacturers as the result 
of visits to their factories 


Kerrins Appointed Assistant 
General Manager of Sprague 
Meter Co. 


Mr. John D. Kerrins who has been as 
sociated with The Sprague Meter Com 
pany at Bridgeport, Connecticut, for the 
past twenty-two years as supervisor of 
production and cost becomes assistant 





J. D. Kerrins 


general manager of the company on Janu 
ary 22 

Mr. Kerrins is considered an authority 
m meter leather tannage. He has been 
in charge of material experimentation and 
tests for a number of years and will 
handle his new duties in a capable and 
efficient manner 


Automatic Gas Equipment Co. 


The Automatic Gas-Steam_ Kadiator 
Company, Brushton Ave., Pittsburgh, Pa., 
has changed its name to the Automatic 
(sas Equipment Company, according to an 
announcement by G. C. Blackmore, presi- 
dent. Broadening of the conipany’s line 
of products to include many types of 
heating units made the change mandatory. 
There has been no chauge in personnel. 

In addition to Mr. Blackmore, other 
officers include: G. W. Blackmore, treas- 
urer, and |. B. Selover, chief engineer. 
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Heating and Ventilating Expo: “Kick Out the Kettle” is Slogan Phe New Roper Catalog | 
sition Held in Cleveland of Water Heater Dealers A Salesmen’s Companion 
: : ’ + 
The Sixth International Heating a t eater dealers in Texas, Missis \n impressive catalog and SIESTA S | 
Ventilating Exposition was held, Jan. 22 ina are ooperating witl andbook, 134 pages, 8 x 1l (Catalog 
26 at the Lakeside Exhibition Ha ( \ I (aas Corp., Houston, Tex (), tells the complete story ol Roper 
( leveland’s Public \uditoriun LOI I ri i 1 7} } ras Water Ranges trom thre SOUTCE tf materials 
“e ; ea oe: ; : : : . 
Ii-annual exhibit ot products im the a it that onalize for the second used and factory facilities down throug 
conditioning, heating, ventilat Sy time ogan that t's kick out details of design and construction \ll 
erating and associated field +] 
; time aga the modern conveniences of these ranges 
ti agi the five days of the Ex i are described and illustrated in much «de 
ion, two major conventions were i g ed ¢ ; . ; 
sli Pe SOE GE Ee agp - tail. Speed, cleanliness and flexibility are 
ress—The American Society of Heating I+ | ast vear a similat : ; : 
3 ‘ pe ‘ . features 
and Ventilating Engineers, and The Na n sales of 35 carloads ot oo 
tional Warm Air and Air Conditi s wa 2487 heaters. with three The complete line of CP ranges and 
\ssociation. Technical problems we vies made |] ealerc commercial equipment are given ample 
discussed dealing with botl the Tec attention \ host ol illustrations in mul 
mique = O1 methods in development ul ti-colors dramatizes many talking points 
installations, and the merchandising « of . sh : ery | 
or the salesman and fortifies his sales 
related products. fy { 
a ( Pas & 
Newly elected othcers for 1940 ‘ . P — - : : 
of these groups are as follows Rasch Is President of Security \n index makes every teatured item in 
: By ie : . : this comprehensiy atal« asy to lo 
American Society of Heating & \ Stove and Mfg. Co. oes is oss : 
tilating Engineers: F. E. Giesecke, Pr — 
ident, Professor, Heating & Ventilati \\ is Tesigned as pres Issued by George D. Roper Corp., Rock 
engineering, A. & M. College, Texa lent \merican Gas Products Divi ford. Ill 
W. L. Fleisher, Ist Vice Pres., Air Cc —. in Radiator and Standard he 
ditioning Consultant, New York Cit Sar rv ( pn. New York City, to become : al 
E. 2, Eastwood, 2nd \ 1C¢ Pres.., 1 ' Securit Qty , ind \lan : Air Humidifier: \ bulletin recently 5 
versity of Washington, Seattle, \Was Faun. Cal \| ve issued by Autogas Corpotation, 2258 
M. F. Blankin, Treas.. Havnes Selling pe dntiges sects ; re Diversey Parkway, Chicago, describes in 
Co., Philadelphia, Pa.; A. V. Hutchn ; aera : 2 : letail the “Republic Humidifier, ai 
som, Secy., N.Y. ‘City. ‘ on \ppliance and Equi equipment designed for home health and 
ee ae ; ment acturers, had been with thu omfort , 
Nat'l. Warm Air Heating & Air C ce ' ; H ech ; 
ditioning Ass’n.: C. A. Olsen, Pres., eer ata ~ It a self-contained unit using gas 
C. A. Olsen Mfg. Co., Elyria, Ohi t new duties in Kansas City fuel and is equipped with its own controls 
Shirley Percival, 2nd Vice Pres., Gre n Ja It delivers heat along with humidity 
Furnace & Fdrv. Co., Des Moines, Iowa ; cS, ( . , i \Mlay be placed in a room lacking sufficient ; 
‘ me | Xe OVE O plans a 1 . 
H. A. Sharp, Ist Vice Pres., Henrv I Hes e eat or hooked in with an existing heating 
nace & Foundry Co., Cleveland, Ohio; = ea ees, ps system to furnish required humidity. Copy 
\llen W. Williams, Managing irecté \ he eauing a f the bulletin sent 9 on equest give 
& Treasurer, Columbus, Ohio ti ul a liagrammatic details 
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| response within narrow limits of 
| pressure drop. Built on time- 
tested principles of design, with 
finest of eraftsmanship and ma- 
| terials. All bronze body, brass 
working parts. Nicels finished 

1 and proportioned, their appenr- 
1] nnee is in perfeet harmony with 
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February, 19140—American Gas 
S. G. Eskin Director of 


Robertshaw Laboratory 


The Robertshaw Thermostat Com] 
Youngwood, Pa., announces the appoint 


ment of »S. G. 


skin as director of thie 
new Robertshaw Research Laborator 
Pittsburg 

\MIr. Eskin was formerly chief engineet 
of the American Thermometer Compat 


St. Louis; also former research engineet 





S. G. Eskin 


of the Edison Electric Apphance | 
pany, Chicago, from wli position he 
was appointed director of the Roberts! 
Kesearch Laboratory. He holds a Bache 
lor of Science degree from the Massacl 
setts Institute of Technology and a Ma 
ter of Science degree from Northwestert 


Lo niversity He has had w de exper 

with electrical and gas appliances and 
their problems of proper temperature 

trol 


$200,000 Industrial Progress 
Award Program Is Announced 
by the Lincoln Foundation 


14-year program of scientific stud 


which will culminate ‘n payment of $200, 
000 in awards, and which should produc: 
widespread social and industrial benefits 
was announced heretoday by The James 
fk. Lincoln Are Welding Foundatior 
Cleveland, O 

The 458 awards are established for 
studies bringing out benefits of a social. 
economic oT commercial nature 
encourazed with a view to creating sucl 
large-scale benefits will concern ma 
chines, products and structures of all 
tvpes 

Participation in the Progress Program 
is Open to everyone who plays any part 
in actually bringing about progress in the 
executive, design, fabrication, manufa 
ture, construction or maintenance phas« 
ir structure development. 

One author, or a group of authors, may 
submit a study. Any company or concern 
may submit more than one study, pro 
vided each is on a different subject and is 
prepared and submitted by a different 
author or group of authors. 

Studies may bring out any and. all 
social, scientific, economic and commercial 
benefits which attest progress in indus 


a eve el Studies must i 

evel eport progress wl can be at 
ted to application of the electric at 

ocess « welding within the 24-year 
ye d, Januar 1, 1940 to June 1, 1942 
Sui progress may involve one ot the 

llowing: (a) Redesign and manufacture 
1 nstruction of an existing machine, 
structure, building, manufactured or fal 


ct ferrous or non errous 
metals; (b) New design and manufacture 


1 onstruction ct a machine, building, 
et is in (a (c) Organization, develop 


ment and conduct of a welding service 
(d) Development, planning and perform 
ance of maintenance or repair work with 


Participants in the Progress Program 
) 


ave 2 vears—from January 1, 1940 to 
June 1, 1942—to pursue their studies and 
prepare a report summarizing them \ll 
those planning to qualify should record, 


for future reference, data in the form of 
ons, cl irts, photos, notes and other 
rmation on Operations as ol 
December Si. 1939 

\1] nquiries concerning the $200,000 
Industrial Progress Award Program 
] Idressed: secretary, The 


We Iding Founda 


should be a 
lames F. Lincoln Arc 
ley land, Ohio. 


Cooper-Bessemer Compressor 
Units for Sherrill, Ar, 
Station 

Che Cooper-Bessemer ( orp of Mt. Ver 
non, Ohio, announce that they recently 
sold to the Mississippi River Fuel Cor 
poration four Cooper-Bessemer Type G 
\IV gas-engine-driven compressor units 


te e used in) Mississippi River Fuel 
Corporation's new Sherrill, Arkansas, 
ompressor station The units are six 
vlinder, “\V-and-Angle” type, rated 600 
H.P. eacl Sherrill will serve the cor 
poration’s main line, which runs from the 


Louisiana fields into St. Louis, Missouri, 
increased demands having made additional 


fuel gas transmission equipment necessary 





INDUSTRIAL GAS BOILERS 
GARMENT PRESS BOILERS 
100 Ibs. ASME Code 
34 to 45 HP. 





P.M. LATTNER MFG. CO. 
MAIN OFFICE 


CEDAR RAPIDS, l|OWA 











New Manager Kansas City Office 
American Meter Company 
\merican Meter Company announces 
the appointment of Mr. Calvin N. Payne 
as Manager of its 
succeeding the late Mr. Eugene Metz 


Kansas City office, 


Ave Pavne’s recent promotion comes 
after association with this Company tor 
} . ] e 
the past eighteen years \iter ten years 


of production, service and sales experi 


ence at the Metric Metal Works plant, 





Calvin N. Payne 


| rie, Ps. he Was placed Illi charge ot 
the Denver, Colorado, ottice of American 
Meter Company in 1930. 

He now assumes the responsibility for 
serving this Company’s customers located 
in Missouri, Kansas, Nebraska, as well 
as in Colorado, and in adjacent areas of 
Utah, Wyoming and Montana 

Mr. Payne is a graduate of the Hill 
School, Pottstown, Pa., in the class of 
1918 \fter graduation from the Hill 
School, he enlisted as a seaman with 
the | S. Navy during 1918, and at 
tended Princeton University in the class 
of 1922. 

He is a member of the American Gas 
\ssociation, the Midwest Gas Associa 
tion and the Missouri Utilities Associa- 
tion 


Power Conference 


The Midwest Power Conference spon 
sored by Armour Institute of Technology 
In cooperation witl lowa State College, 
Michigan State College, Purdue Univer- 
sity, State University of Lowa, University 
of Illinois, University of Michigan, Uni 
versity of Wisconsin and Chicago Sec- 
tion ATEE, Chicago Section ASME, 
Western Society of Engineers and other 
engineering societies, will be held at the 
Palmer House, Chicago, Ill, April 9th 
and 10th 


James A. Brown Elected Director 
of A. G. A. 

James A. Brown, of New York, gas 
engineer of the Commonwealth & South 
ern Corp., has been elected a director of 
the American Gas Association for the un 
expired term ending October 1940 created 
by the death of Henry L. Doherty 

The Association also announces the 
election of F. M. Goodwin, vice-president 
of the Boston Consolidated Gas Com 
pany, as chairman of the Technical Sec 
tion 























40 February, 1940 





Obituary 7 od ee ee 





\ 1883. He vel west as a 

LEWIS J. BROWN Riga i aga na em 

Lewis J. Brown, 49, President of Il pose Was se d Port 

ternational - Stacey Corporation, ) inded_ the B. Babcock 

January 11 in a Columbus, Ohio hos n San Francisco . 1911 He 

pital after an illness of ten weeks one of the leaders of his 

Death came after a heart ailment { I t erving as President of The 

three years became aggravated acil ist Ga \s ociation in 1917. He 

Mr. Brown also was chairman of ntl a leader | this industry 
board of directors of The Internationa til t lay ot his deat 


Derrick and Equipment of Texas, 
of California. He also was chair1 


\ Jawes esident 
Cent I gress exp 
y il 934 il rot oO 
t er Vice-Pres 
States lat 
‘ ‘ C He was 
is Pres 
gr 1925 t 
Z da ( | Q ne nt 
S th 
i (yerman 











, 
st. as ‘ , iccess 
. Da Was one of 
t liffi- 
¢ colle ebts by a 
rc] 925 he sug- 
gy a surplus 
trade 
} thie issociated 
al inagement o 
1 iny parts 
sta IN Dawes 
S ‘ 
Lewis J. Brown I Gas hs 1 
é \ ( i (Gas 
of the board of directors of the Rott . tl ind Dawes Broth- 
Connersville Blower Corporation t val St s these concerts 
Connersville, Indiana and chairma subsid 
treasurer of Stacey Bros. Gas Cor nies. 
struction Co. of Cincinnati 
Born in Bristol, England, Mr. Br: . — ‘. 
came to this country in 1907. His FRANCIS GOODENOUGH 
in business was rapid and he becam VD . GC: ide Cina 
president of the Nichols and Shepa er gas Se ee Se 
Co. Later he became executive vi le re 
president of the Oliver Far Equiy C ' aac “4 , ilies in the Briti 
ment Co. In 1930 he became presidet — ere 
of the Kellogg Co., Battle Creek, Mi ee iitcual sxe ieee oe 
where he introduced the six-hour work ne 
ing day plan, which attracted interna acing: Attest. Tieconeiice 
tional attention. H G bs 
tte I ay Pubh ( lege and en 
CHARLES B. BABCOCK tere mploy of the Gas Light and 
A 1888, serving as con- 
Mr. Charles Buckley Babcock, Presid gas sales f1 1903 to 193] 
of C. B. Babcock Company, San Francis H : tive chairman of the Brit 
Calif., prominent wholesale dealers in ga . mi 1 Gas Association, 1912 
appliances, died January 7, at the age mat f tl International . 
fifty-six. tt n Distribution, 1931-35, a1 irs 
Mr. Babcock’s illness dates from Oct ; retar’ f the Nat Gas 
ber last when his physicians ordered | 
to the hospital for rest and observat president the British Ex 
His illness was later complicated by pr t S ty in 1929. the Illuminating En 
monia from which he could not recover 9 x Society in 1931. the Inc 
Mr. Babcock while a resident of Sa at Sale \lanagers Acc ation, 
Francisco had long been c 29 Na al Associa of 


American Gas Journal 


Trade Protection Societies and of the In 
stitute of Linguists, 1933-35; of the Brit 
ish Direct Mail Advertising Association 
in 1935 and of the Incorporated Society 
of British Advertisers, 1933-36. 


ARTHUR F. TOWNSEND 


Colonel Arthur Farragut Townsend, 
Chairman of the Board of Raybestos 
Manhattan, Inc., 
The Manhattan Rubber Mfg. Division 
Passaic, N. J., died January 14, at his 
residence at the age of 74. 

\ Massachusetts Institute of Tech 
nology graduate, Colonel Townsend started 

clerk with the New York 


Belting & Packing Company, rising to as 


and General Manager ot 


as shippins 
sistant manager at Passat 

With others he organized The Man 
hattan Rubber Mfg. Company in 1893, 
was successively Secretary and Vice 
President, and succeeded Mr. Jones as 
President ten years later From 1903 

1929, when Ravybestos - Manhattan, 

was organized, he was President o 
anhattan Rubber. Since 9929 he had 
been Chairman of the Board of Ray 
bestos- Manhattan, Inc., and General Man 
ager of the Manhattan Rubber Division 








Home Economics Department 
of Servel, Ine. 


\s part of the expansion program o 
Home Economics Department of Set 
vel, Inc., Miss Jane Tiffany Wagner, its 
Director, announces the appointment o! 
\liss Frances Cowing and Miss Betty 
rt Smith, Home Economists h ot 


t 





, both o 


ago, to the staff of the department 
ated at 51 East 42nd Street, New York 


\liss Cowing and Miss Smith will as 


‘ 1 


sist Miss Wagner in carrying out the 


expanded activities 
ea 


her department, 
up to two full-time 
assistants, in addition to an assistant Di 
rector of Home Economics, Miss Mar 


aret Marable, who came with Servel, 


( 
1 
l 


ving her personne 


two years ago from the Lone Star 
Gas Company, Dallas, Texas. All these 
girls are college-trained. Also available 
ire the services of a trained Home Econ 
omist in the testing kitchen of the Servel 
advertising agency, where any desired 
tests may be made, in connection with the 
work of the department. 

Miss Cowing, a Home Economics gra 
uate of the University of Illinois, has bee: 
athliated with the Home Economics De 


partm ent of the Chicago Herald-American 
here she gained practical experience in 
the techniques of her field. 


iss Smith, also a graduate of the Uni 
versity of Illinois, where she majored in 
Home Economics and Journalism, comes 
to Servel from the People’s Gas Light 


Chicago, where she 





pe “2 
vas active in creative demonstration work 
and home calls, daily radio broadcasting 


vork, and writing for the company’s house 


y known as the Home Service 





Department, the new name, “Home Eco 
nomics Department” has been given to 
more adequately describe its scope 


—_—_———— 





-_ ————— 


— 
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(Continued from page 11) 
nomically with sodtum phosphate 
combination with caustic soda. 


Two Stage Softening 


In most Cases, Walter 1s softened 


more completely by phosphate trea 


ment than by zeolite softening, but 


1 
nat 
Na 


it is not practical to apply phosp 
directly to waters of over 50 p.p. 
hardness. With waters of high hard 
ness the treatment, therefore, is 

vided into two steps or stages. Phe 


s 


+1 


first involving treatment either col 
or hot with lime and soda ash; 
second treatment of the decanted ¢ 
filtered water with phosphate in 
separate compartment or tank. ( Fig 
9) This method has been followe 


in a number of high pressure plants 


with marked success, operating 


pressures of 700 Ibs./sq. in. and 


with 50 and 100 per cent makeup. | 
“these cases the water is first softenc 
ina cold process softener using limi 
and soda ash and ferrous sulphate 
treatment and after settling, is deliv 
ered to a deaerating softener wherei 
it is treated with sodium phosphate 

This method is extremely effectiv 
in reducing hardness and in mat 
cases the hardness can be reduced 
4+ to 6 p-p-m. 

Very recent developments 1 
nection with the 
scribed makes it possible to reduc 


method just de 


the hardness of the water leaving the 


second stage to zero. 

In boiler water conditioning 
object is to prevent the appearance O 
calcium sulphate as solid phase 
equilibrium with the solution. [f con 
trol is achieved by the use of a sol 


uble phosphate, then conditions must 


1 


be maintained such that the solubility 


product of one of the calcium phos 
phates is exceeded before that of cal 
cium sulphate. 
use of soluble phosphate, 
phosphate or its basic modification 
the desirable solid phase because 


tri calci 


( 


represents the highest ratio of Ca to 
PO,; and fortunately for this, the 


solubility of Ca 
so that the condition (Ca 

(PO, yy —- KR sol. prod, Ca 
(PO,)2 may be readily maintained 


( PC), ) ? is slight 


For economy in the 


It has been found by experiment 


that a change in pH from 7 to 5 
changes the amount of dissolved ca 
cium phosphate in equilibrium wit! 
tri-calcium phosphate as solid 

from 114 to 786 p.p.m. It is, 
ever, essential in conditioning 
water with a soluble phosphate, 

the boiler water contain sufficient 
droxyl ions to insure the precipit 
tion of tri-calcium phosphate. It ha 
been determined experimentally tha 
if a pH value of 11 is maintained 
satisfactory conditions for the pre 


l 


] 


phosphate 


just explained are 
iosphates are used 
boiler feed water 
sfactory condi 

from a scale 

ith moder 

l ite if the ex 
phosphate is maintained 
limits of SO and 150 
boiler water. When 
below 


pressures Are 


ige the minimum 


; ; 
1910——.limerican Gas 


neentratior 


pH 


This can be accomplished at pH 
values as low as 8 if desired which 
makes it possible to maintain. the 
boiler water at a pH value of 10. 
This is sufficiently high to prevent 
corrosion and makes for better qual 
itv of steam. In high pressure jobs 
it was recently found that boiler tube 
corrosion was due to abnormally high 


+ —_- {| 


eo, ge 


| 








iv be lowered to 50 p.p.m. 
} itions necessary 
le-forming 


e to the 


methods of external con 
iter now in general use 
Some wiil pro 
without sec 
tment in the boiler for 
p to 200 Ibs gauge. None 
satisfactorv water for 
{00 Ibs. or higher. This. 
ipplies to the makeup wa 
\Vhere condensate return is 
surface condensers, sec 
nent of some nature 1s 
| pressures with the 
systems now in use. 


possible, however, to 


t 
iler feed water externally 
without having the un 
on d itio ns previously 
It has been explained 
conditions must be main 


here chenniicals ire used for 


onditioning to produce the de 
hemical reactions. The most 


1d of external condition 
feed water utilizes a 
vhich makes it possible to 
calcium and magnesium 
or at least reduce 

that would re 

at the temperature 


essure encountered in practice. 


pical analysis of a water be 


fter receiving such 
is illustrated in the follow 
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heat input to the boiler tubes which 
resulted in steam binding and_ the 
subsequent attack on the metal by 
hot steam and which was accelerated 
by alkaline salts in the boiler water. 
The reduction of the pH value of the 
water to 10 corrected the trouble. 
The use of this type of water con 
ditioning is essential in industrial 
plants where process steam 1s re 
quired and where it is imperative that 
the steam contain a minimum amount 
of solids especially those which may 
affect the product being manufac 
tured. In cases where the steam gen 
erated 1s used solely for the produc 
tion of power it is equally beneficial. 
With the introduction of internal 
treatments in the boiler, the suspend 
ed matter approached a large figure 
With the normal amount of moisture 
in the steam little trouble previously 
existed because the  scale-forming 
salts deposited on the boiler surfaces 
Chemicals used in internal 
treatments prevents this adhesion 


as scale. 


and so the solids pass along with the 
steam to deposit on the turbine 
blades thus reducing their efficiency 
and capacity. Thus it can be seen 
the importance of eliminating all sol 
ids from the boiler water 
Part 2 of this paper will appear 

the March issue. 


HUGUFS PRINTING 
EAST STROUDSBURG 








One of the several types of bottle- 
tight mechanical joints produced by 
CIPRA members. Installed with com- 
mon labor. Notool but aratchet wrench, 


Look for the “‘Q-Check’’ registered trade mark. Cast 
iron pipe is available in sizes from 1% to 84 inches. 


For more than a century this cast 
iron gas main has served the citi 
zens of the City of Charleston, S. C. 
When uncovered for inspection, its 
condition warranted the predic- 
tion of another century of service. 
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